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Forged from the same selected steels and finished in the 
same precision machines by skilled operators, these 


meter valves are duplicates in strength and quality of 
the big Vogt valves. 


Available in one-quarter, three-eighths and one-half 
inch sizes of carbon or stainless steel as desired 


D 
Bulletin with details and prices will be sent upon request. \; | 


HENRY VOGT MACHINE CO., LouisviLte, ky. 


INCORPORATED 








EASY 


TO HANDLE... 
EASY TO SELL... 


Ask any mill supply or hardware man what 
he has noticed about shipments of Upson 
products that makes them different. He'll 
tell you that Upson packages are clean when 
they reach his shelves. And they are clean 
—because all Upson cases are packed at the 
time of shipment, not stocked in cases. 
This not only assures the customer clean 
goods, but it makes possible a careful check 
on the contents and avoids errors and claims. 
Even the wooden boxes in which Upson 
goods are shipped are the result of years 
of experiment. They are neither too light, 
allowing the contents to be damaged in 
shipment, nor too heavy, causing excess 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all kinds. Wire rope clips. Turn- 
buckles. Belt fasteners. Automotive and railroad 
special items. Headed and threaded products 


for every use. Your specialties are our specialty. 


























freight. And the cleats are on the outside, 
preventing damage to the packages, and af- 
fording easy handling. 

The same attention to detail that makes 
Upson shipments different, and easy to 
handle, also places the product in a class 
by itself and makes it easy to sell. 

Write for catalog of all Upson headed 
and threaded products. 
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A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 


the territory covered to 
determine the profitable 
trading area. 


3—SPECIALIZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4— ADVERTISE 


By developing a well- 
balanced program of 


publicity. 


A. M. Morris, General Manager. 
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CHICAGO OFFICE 
520 N. Michigan Ave 


NEW YORK OFFICE 
330 W. 42nd St. 


CLEVELAND OFFICE 
Guardian Building 


Mill Supplies is in its 
twenty-second year of serv- 


ice to the mill supply field 























MILL 
SUPPLIES 


The MAGAZINE OF INDUSTRIAL DISTRIBUTION 














ti arenas 
044307 A 

TILDEN FOUNDATIONS 
R 19238 a 

a 





Contents for July, 1932 


EE ee ee et eee ee 5 
Industrial Marketing Facts— 

ae TN IE OI fc 6s oS vere wecswennssaemenan 6 

oe | ere 11 
WS FE cb icktenumeavwreehbeeeeapnana ess W.S. BLun 21 
\pplying the Principles of Specialized Selling................ 

PT eT eT OT Pe TT Oe ee By T. Ettis McGee 22 
POI Soke ube sb becae beens okra ewEeeeneeeeee 24 
We’ve No Time for Order-Takers, But Salesmen Are Always 

I 6c ir we- nine ce ee eee bee By F. E. Stant 26 
Developing Business by Working the Mailing List............ 

cnt bpbaee ee main aih ais ed ane earen ae sy C. E. Hiceins 30 


SN Fe 6 566k ishing can eeendSecssceseencsaen 52 
Keeping in Touch with Distribution....................008. 41 
New and Improved Industrial Products..................... 54 


VCR EGRESS SNS, eo ed ohernenseevans maaan Sas wi 64 


VOLUME TWENTY-TWO NUMBER SEVEN 
—_ 


Entered as Second Class Matter August 3, 1917, at the Postoffice at Chicago, Illinois 
under the Act of March 3, 1879 


COPYRIGHT, 1932—MILL SUPPLIES 





Published monthly by the Electrical Trade Publishing Co., 520 North Michigan Avenue, 
Chicago, Illinois. HOWARD EHRLICH, President; ED DGAR KOB AK, Secretary-Treas- 
urer. Subscription: U. S. $1; Canada $2 (including duty); all other countries $1.50 
per year. Member Associated Business Papers—Audit Bureau of Circulations. 

Also Publisher of MILL SUPPLIES CATALOG & DIRECTORY, ELECTRICAL 
WHOLESALING and ELECTRICAL CONTRACTING. 





XUM 





MILL SUPPLIES 











JULY, 1932 


MILL SUPPLIES 





FACTS 


Your 


ICTURED at the left is an adver- 
tisement you would enjoy reading. 
Although signed by us it sells not our 
products but rather your service. 
It’s one of a series appearing monthly 
in The Purchasing Agent and Mill & Fac- 
tory Illustrated. 


We’re running this advertising on be- 
half of our distributors because we believe 
that it is wasteful for us and for the users 
of our products to attempt to do business 
direct with each other. The facts prove it. 
And we’re giving the facts to ten thousand 
industrial buyers. 


We tell the purchasing agent that your 
extensive stocks and fast trucks will save 
time on his rush orders. 


We tell him that your service, f.o.b. his 
factory, will save him money on all his 
orders. We remind him that when he buys 
from you he eliminates long-haul freight 
charges; stockroom overhead; interest on 
capital tied up in supplies inventory ; losses 
incurred because of price fluctuations... 

We stress the fact that no manufactur- 
er’s representative can ever be as close to 
his business, and his problems, as you, 
his local distributor. 


The B. F. 





Cwvlomen. 


We assure the purchasing agent that 
you offer him savings and service that he 
can get from no one else . . . the latest 
information on new and improved equip- 
ment... advance notice of price changes 
... the privilege of buying from hand-to- 
mouth... 


And finally, we assure your customers, 
as we should like once more to assure you, 
that the Goodrich distributor is backed 
by the entire resources of the Goodrich 
organization. 

We maintain high quality by constant 
laboratory, research and product develop- 
ment activities . .. we place at your disposal 
the latest information on new types of 
mechanical rubber supplies ... we offer 
you the counsel and cooperation of our expert 
technologists so that you may sell Goodrich 
products with a fair profit to yourself and full 
satisfaction to your customers. 


We should like to send you a copy of our 
advertisement, “Fast Freight is Not Fast 
Enough,” as it appears in the June issues of 
The Purchasing Agent and Mill & Factory - 
Illustrated. And, of course, we are always 
happy to discuss with you the details of our 
cooperative distribution plan. Address The 
B. F. Goodrich Company (Est. 1870), Akron, 
Ohio. 


Goodrich Company 


Akron, Ohio 
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Jenkins VALVES ARE ALWAYS MARKED WITH THE “DIAMOND” COERKINS> 


Here’s a good 





opportunity 


to make more Valve sales 


N addition to the well-known line 

of Jenkins globe, angle, cross, 
check and gate bronze and iron body 
valves in standard, medium and ex- 
tra heavy patterns, Jenkins make 
many valves of a special design that 
have found wide use in a diversity 
of applications. 


Here is a good opportunity to help 
you make more valve sales! 

For when a customer comes to you 
and asks for a valve for some par- 
ticular requirements, the chances 
are that you can give him just what 
he wants from among the valves 


illustrated. These include: 





Fig. 124: Standard Bronze Y or Blow-Off 
Valve. Opening is in line with piping. Re- 
newable disc and seat ring. 

Fig. 357: Bronze Selclo Valve. For severe 
service where valve is operated hurriedly or 
carelessly. 

Fig. 370: Standard Bronze Gate Valve. Solid 
wedge. 


Fig. 720: Bronze Rapid Action Valve. Quick 
flow, on and off. 
Fig. 743: Standard Bronze Globe Needle 


Valve. For close regulation of air, gaso- 
line and other thin fluids. 

Fig. 750: Bronze Regrinding Union Bonnet 
Globe Valve. For 200 Ibs. steam working 
pressure. 

Fig. 762: 
Valve. 


Bronze Regrinding Swing Check 
Renewable bronze clapper. 


Fig. 890: Iron Body Bronze Mounted Globe 


Valve. 
Fig. 710: Air Gun. 
pounded for compressed air service. 


Regrinding, union bonnet. 
Renewable disc com 
Stand 
ard, flat, rounded, or extension lip. 


If among these you cannot find the solution 
for certain given valve conditions, please write 
us. There is a Jenkins Valve in bronze, iron 
or steel for practically every valve need. 


JENKINS BROS. 


80 White St., New York N. Y.; 510 Main St., 

Bridgeport, Conn.; 524 Atlantic Avenue, Boston, 

Mass.; 133 No. Seventh St., Philadelphia, Pa.; 

646 Washington Blvd., Chicago, Ill.; JENKINS 

BROS., Limited, Montreal, Canada; London, Eng. 

Factories: Bridgeport, Conn; Elizabeth, N. J.; 
Montreal, Canada. 


enkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 


i See oi Sika 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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Planned Selling 


The second of a series of statistical articles 
giving basic facts concerning the manu- 
facturing industries 


ROBABLY never before in the life- 
time of American business has the 
necessity for planned selling been so pro- 
nounced as at present. With production 
schedules but a fraction of normal in most 
industries, the oportunities for securing busi- 
ness on industrial supplies and equipment by 
ordinary methods are limited. 


Maintaining sales volume at a profitable 
level nowadays calls for more than mere 
man-power ; it demands intelligent sales plan- 
ning and direction. True, it takes more calls 
today to secure business than it did in 1929 
but, more important, it takes better calls. The 
responsibility for seeing to it that better calls 
are made rests directly on the shoulders of 
those who are in charge of sales. 


It was for the express purpose of aiding 
distributors to meet the new demands of in- 
dustry for specialized sales service that MILL 
Suppises developed its Market Determination 
Plan more than a year ago. This Plan 
emphasizes the need for concentrating sales 
efforts on known products in known markets 
and offers a definite guide to the practical ap- 
plication of planned selling principles. 


Following through on its Market Deter- 
mination Plan, Mi_~_ SuppLiges announced in 


April of this year the release of vital statis- 
tics, based on governmental figures, con- 
cerning the manufacturing industries. These 
statistics broken down by state, county and 
principal cities, make it possible to determine 
accurately the number, kind and size of man- 
ufacturing establishments within a given area. 
Such information should prove invaluable in 
conducting a program of market analysis for 
the purpose of determining logical sales ter- 
ritories and selecting items upon which con- 
centrated effort will prove worthwhile. 

Facts covering the North Atlantic, North 
Central and South Atlantic states appeared 
in May; data concerning the East South Cen- 
tral and West South Central states appear in 
this issue, while information on the remain- 
ing states will be published next month 


HESE facts make available a yardstick 

for measuring the sales potential of any 
specified territory and, if properly used, 
should be particularly valuable in planning 
and following through on a _ profit-making 
sales program. 


The cooperation of the Department of Commerce and other agencies 
which made possible the presentation of the marketing data concerning the 
East South Central and West South Central states is acknowledged with 
thanks. Data covering the North Atlantic, North Central and South Atlantic 
states were published in Mitt Suppiies for May. A _ booklet covering 
Mitt Suppries’ Market Determination Plan and supplemental information 
on certain of the service industries may be had on request. 





EAST SOUTH CENTRAL 
STATES 












LEGEND 


Counties having 200 or more establishments. 

Counties having from 150 to 200 establishments. 
Counties having from 100 to 150 establishments. 
Counties having from 74 to 100 establishments. 


Counties having less than 74 establishments. 





Composite Statistics for the East South Central States 








Total for 5 States | — r~e~y 











Number of Manufacturing Establishments.................eeeeeeeeees 13,998 | 6.6% 

Cost of Materials, Fuel and Purchased Current..............ccececees $1,327,361,909 | 3.5% 
Cir CITE PIER oon. nce ciciiccccctccrisvesscececesvocces $2,438,752,488 | 3.5% 
Rated Capacity of Power Equipment............csececccccccccccccces 2,476,308 H.P. | 5.8% 
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GEORGIA 








r Percentage 
Statistics for the State as a Whole Value of Total 


| for U. 








Number of Manufacturing Establishments. SisiaVereisterste 4 pare hares reerameherg en, ee 4,178 | 1.97 
Cost of Materials, Fuel and Purchased Current . Saeteesaso a ckeneswaswradeaane bidigis arala elon a ...| $430,026,560 4.13 | 
Value of Manufactured Products 


UNA DS SR ee eee ee beaks SS ee oe a re ee, $718,602,596 1.02 
a re INN oa iv 5 25.8 :045018 bio: wine ole winareladecerdGarelateece Baleressitraisng 1esSre ba Ale wre dios RRS | 643,283 H.P. 1.50 








oo _ Detailed Statistics for Principal Counties 
~ a = - 








| 
| 
| 
| 














Number of Cost of || Rated H.P. 
Manu- | % of Materials, % of Value of | % of | Ca aC ity % of 
COUNTY facturing State | Fuel, and | State || Manufactured | State’ || of Power State 
Establish- | Total | Purchased | Total || Products | Total HI Equip- | Total 
ments | | Cc urrent \| \| ment 
OM oan os aa vio 0 a: leis acme es 576 13.8 $215,223,6 Sf a 30.0 || 102, 322 15.9 
AMIN i 5.07400,0<:0/ocscnnia oa 140 3.4 51,294,433 7.1 || 30,072 4.7 
2 aertaice 109 2.6 37,413,015 5.2 | 3¢ ¢ 6.2 
| Richmond. silepecleun ete ae 99 2.4 27,843,823 | 3.9 || 42% 5.5 
| Muskogee.................. 96 2.3 53,524,409 | 7.5 \ 47,053 7.3 
io cise ghtroacretiein€.6/¢a% 72 .:7 |] 7,994,936 | ‘2. | 10,513 1.6 
ID x: cde Scul nzg ty are Signe kao 65 1.6 | 21 194, — 3.0 | 47,030 7.3 
| ‘Troup...... acto pure sD 58 1.4 | 3.6 | 22,288 3.5 
I ao gages tac Ga-w eae 57 1.4 | A 1,886 3 
Cer ee 52 2.2 10, 306" 385 1.4 7,555 2.2 
| Manufacturing Establishments i in 1 remaining C ounties: Appling, 49: Bartow, 46; Lowndes, 46; Cc larke, 45 >; Colquitt, 45; Screven, 44; Washing- 
ton, 43; Emanuel, 41; Thomas, 41; Carroll, 40; Coffee, 40; All Other, 2374 
| | 
| Detailed Statistics for Principal Cities 
| 
Number } Cost of Rated H.P. 
of Manu- % of Materials, | % of Value of % of Capacity % of 
CITY COUNTY facturing County Fuel and County Manufactured County || of Power County 
| Establish- Total Purchased Total | Products | Total Equip- Total 
| ments } Current } | 1 ment 
— 23 ~ SS oe aaa | wees — | ——- - -—  —-— -— a ee | — ~~. —~ | - -_ —— - _ - 
| Albany.......| Dougherty... 28 71.9 "$2, 208, 133 | 51.2 $ 3,640,141 53.8 2,804 41.1 
| Memeee....... | Cineme....... 37 | 82.3 4,512,968 | 82.6 7,613,663 | 83.5 4,602 97.6 
Attamts...... .. == 515 89.3 72°382.739 58.5 136,947,488 | 63.6 63,144 61.7 
| Augusta ...| Richmond. 84 84.9 16,784,729 95.1 | 26,361,617 | 94.5 32,048 90.5 
| Columbus... Muskogee... 79 82.4 20,854,972 7.7 39,664,527 74.1 32,698 69.5 
| La Grange....| Troup...... 32 55.2 13,364,495 81.4 21,104, 80.9 15,791 70.9 
CC >a £3 89 81.6 18,121,275 77.6 29,61: 79.2 77.4 
| Savannah....| Chatham... 102 73.0 7,117,436 19.2 14,72 28.8 41.1 
Valdosta...... Lowndes... .| 25 54.4 1,736,300 77.0 2,79 | 69.1 | 57.4 
: ok 7 : | 
Coneny Statistics for ssantenatenntdat Establishments by Type of Industry* 

COUNTY I Ir | Wi wt % VI VII VIII IX a | SE | REE) RE Biv XV XVI | 
EEO TI 86 43 11 42 6 2 lil 58 19 12 1 28 10 5 40 
I Sg. osc a tove0 sa ase 40 6 3 21 18 22 7 ¢ 2 7 3 5 5 
A Re ee Sptbbet 21 12 pains 20 1 11 13 ; 5 1 4 2 
Richmond. pea ae 23 11 eae 12 : 1 ll 14 6 ‘ 1 3 3 3 | 
Muskogee...... ‘ i 19 Oe taéwes 7 s 9 4 1 10 2 2 | 
Ss artis ni'ere-@-e-aigi see 9 “ae 40 2 , | 3 1 1 1 | 
eee ate 10 11 4 ia | 6 2 3 6 1 1 
Troup Rr Se Pe a 8 10 6 4 3 | 1 1 2 
I cosas bes inch egies | 5 tas 28 i : 1 1 
Whitfield . 6 . : By 2 l 2 re 1 Seems ¥ = 
Remaining C ounties. ‘ 329 147 - = 9 138 134 74 3 ll BP livsawece 5 20 | 9 | 

State Totals........ ; 556 265 18 1381 16 3 312 258 125 18 20 | 87 19 38 63 


binicipacencacs ee si 
*Key To Industry Groups. I. Food and kindred products. II. Textiles and their products. III. Iron and steel and their products, 

not including machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 

| XI. Tobacco manufactures. XII. Machinery, not including transportation equipment. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries. 


TENNESSEE 


3 Percentage =| 
Statistics for State-as a Whole Value of Total | 


for U.S, 


Number of Manufac turing E stablishments. 


ne 2,846 1.35 

| Cost of Materials, Fuel and Purchased Current $387 620,698 1.01 
| Value of Manufactured Products $706,053 ,577 1.01 
Rated Capacity of Power Equipment. . 602,647 H.-P. 1.41 
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Detailed Statistics for Principal Counties 











— 


| 








Number of | Cost of || Rated H.P. 
Manu- % of Materials, % of | Value of o of | Capacity % of 
COUNTY facturing | State Fuel, and State Manufactured State | of Power State 
Establish- | Total Purchased Total | ucts otal || Equip- | Total 
| ments Current | ment 
0 EP rrr 471 16.6 $108,508,315 28.0 $183,323,142 26.0 138,327 | 23.0 
SEER Sra, See cenoen 282 9.9 74,559,256 19.3 135,309,539 19.2 87,368 14.5 
| SERENE TRI RA I RIS 272 9.6 58,386,961 15.1 114,209,637 20.4 81,94 13.6 | 
aa 05's 6 4p aicur era areas chide 189 6.6 36,362,803 9.4 | 68,995,325 9.8 63,994 10.6 
Sullivan ... ; 54 19 10,389,198 2.7 19,433,373 2.8 29,319 49 | 
Washington................ | 54 1.9 6,984,278 1.8 11,004,098 1.6 9,669 1.6 | 














Manufacturing Establishments in remaining Counties: 
| 36; All Others, 1241. 


} 





Detailed Statistics for Principal Cities 


Madison, 46; Lawrence, 45; Warren, 42; Monroe, 41; Mawry, 37; Mc Minn, 36; Roane, 






































VE 
dustries. I 
| XI. Tobacco 


, 


I. Chemicals and allied pramaets, 
manufactures. 


V. Leather and its manufactures. VI. Rubber products. 


IX. 





Stone, cla 























and glass products. 
. Machinery, not including transportation ec 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. 


ment. 
i. 


‘x 


_ MISSISSIPPI | 





VII. Paper, Printing and related in- 
_X. Metals and metal products, other than iron and steel. 
. Musical instruments and phonographs. 
Miscellaneous industries. 


| | 1] tac aaa | | | 
| Number Cost of } || Rated H.P. | | 
} of Manu- % of Materials, % of Value of | % of || Capacity | % of 
CITY COUNTY facturing County Fuel and County Manufactured County of Power | County 
} Establish- Total | Purchased Total roducts | Total Equip- | Total | 
| | ments | Current 1} ment | | 
| Bristol. aye | Sullivan..... 17 31.5 | $1,530,913 14.8 1} $2,805,914 14.4 | 699 | 2.4 | 
Cc hattanooga.. Hamilton... . 225 82.8 | 52,206,258 89.5 | 103,017,490 90.1 | 63,936 | 78.0 } 
Jackson.... Madison..... 31 } 67.5 | 2,803,912 44.0 5,970,738 | 48.8 | 5,451 } 41.8 | 
Johnson City. Washington. 35 64.9 | 6,740,839 96.5 10,639,366 | 96.6 \| 9,112 94.4 
Memphis. .| Shelby. re 424 89.9 | 94,648,340 87.3 161,323,679 88.0 | 116,904 | 84.4 | 
Nashville | Davidson.... 263 93.3 65,369,570 87.5 108,939,314 80.4 Ht 45,133 | 51.7 | 
\| | 
} 
County Statistics for Manufacturing Establishments by Type of Industry* 
COUNTY I II Il IV Vv vi | vir | VIII | IX x al XII | XIII XIV XV | XVI | 
Shelby. 103 | 12 9| 65| 3 | 49| 55| 18| 10 | Wi... [6 6S | 14 
Davidson...... 63 22 | 8 38 | 7 50) 15 15 2 | 5 i ee 3 4 12 | 
Hamilton 41 | 33 18 27 | 3 31 | 20 | 17 5 eee | 2 See 2 | 5 | 10 
Raes...... 35 | 24 7 36 4 29 | 9| 25 2 ee Be bis.ccirs 1 | 2/ 10 
Sullivan. 12 5 5 | 1 6 3 a Se, EPS caren a SAREEA | Red WGn Ae | 1 | 
Washington 22 | 5 1 12 1 4 i 2 1 pies ee ee 1 3 
Remaining 89 Counties 378 | 74 10 296 9 1 93 28 | 34 | 4 14 12 | 8 10 8 | 
Total Plants........... | 654) 175) 53) 479) 28 1| 262] 131] 115] 27| 23] 73/...... 20| 28| 58 | 
6 *Ke To Industry Groups. I. Food and kindred products. II. Textiles and their products. III. Iron and steel and their products, 
not includi machinery. IV. Forest products. 





























36; Alcorn, 35; 

















All Others, 1165. 





_Deaiies Statistics for tenn Cities 
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| | 
| Percentage 
Statistics for State as a Whole | Value of reg 
| for U. 
Number of Manufacturing Establishments. . ba al secs Wales ah olissig cred rev nut ob hvac aca Ho ae ad alan etic eaten aaa 1,912 91 
Cost of Materials, Fuel and Purchased Current... .... 0.0... ccc cence cceccescecesececeesecececes $113,093,147 | -30 
eS. | cans sae ck nc rpaeedlonin Hae nw oe ww $220,209,414 | 31 | 
a Gigs acacia alco no sa ab aialbs  9/'o Swit gtin co hin (ae armim ATRLeeh Bi alae gueonacelehererWke @ 252,597 H.P. -60 | 
| 
Detailed Statistics for Principal Counties 
= = = = = = reer | 
\| | | | 
| Number of 1] Cost of Rated H.P. 
| Manu- % of | Materials, % of Value of % of Capacity % oO 
COUNTY facturing State || Fuel, and | State Manufactured | State of Power State 
Establish- Total Purchased | Total Products Total Equip- Total 
ments | Current | | ment 
I ig ie hocndeneeneaes 104 86=| ~~ 5.4 $13,599,114 12.0 || $20, 992,384 | 9.5 14,271 5.6 
Calhoun... | 71 3.7 673.257 | 6 | 1,329,120 6 3,196 1.3 
Lauderdale. 65 3.4 7,651,276 6.8 || 12,014,869 | 5.5 6,988 2.8 
| Itawamba..... 62 3.2 371,380 | 3 1} 773,265 | 4 1,768 | ov 
Tishomingo. ... 58 | 3.6 | 794,499 -. i 1,430,765 | a 2,692 | 1.1 
Harrison..... 57 3.0 3,557,412 3.1 |} 6,850,608 3.4 3,187 | 1.3 
| | il | 
Manufacturing Establishments in remaining Counties: Jones, 47; Forrest, 46; Warren, 44; Attala, 42; Monroe, 41; Washington, 39; Webster, 























| ] 

| Number Cost of | Rated H.P. | 
| | of Manu- % of } Materials, % of } Value of % of Py ed } fo of 

| CITY | COUNTY | facturing County || Fuel and County || Manufactured | County of Power | County 

| Establish- Total | Purchased otal || Products Total Equip- | Total 

| ments Current | | ment 
Biloxi... .. _.| Harrison... .| 360 «|| «(63.2 $1,489,639 41.9 || $2,942,074 43.0 | 1,398 | 43.9 
Columbus .| Lowndes.. 19 | 70.4 1,125,623 62.4 | 2,019,434 58.5 | 2,034 | 61.5 
Greenville... | Washington. 26 66.7 3,287,416 55.1 \| 5,687,952 61.6 | 5,719 67.6 
SOGMOOR......| TMEBe cccce. 91 87.5 12,645,777 93.0 || 19,183,582 91.4 2,83 | 90.1 
Laurel........| Jones.. 37 | 78.8 6,266,77 91.0 | 15,921,909 | 92.5 | 20,662 | 92.0 
Meridian..... Lauderdale. 44 67.7 5,643,420 | 73.6 | 8,887,922 73.9 | 5,179 74.2 
Vicksburg....| Warren. 34 | 77.3 2,226,157 | 79.9 | 5,910,637 | 83.8 6,022 86.9 














| 
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Conary Statistics for aeonnieetertng Establishments by Type of manag" 

















COUNTY I II ul IV V VI Vil Vill 1x xX zl XT | XI | XIV xv XVI | 
SERRE a ere Re | Sean 92 2 14 8 7 1 3 1 2 2 | 
III 5 0. 0:0 do 6-0-0.0:00 i plate eie aote ase ke 30 : 1 ; 

| Lauderdale............ <a 16 3 | 1 9 4 + 2 1 1 1 3 

| Keswaetta......... SE oe 29 1 i ae Pai : Se ae rae 
See ere pad ees 24 oe : ; : : A ee 

| Harrison...... OP i... Z i. 5 3 |. 2 2 | 

Remaining 61 C ounties. . 299 20 1 526 106 | 54 30 3 18 4 20 6 

| Total Plants........... 374 | 23 2| 647 2 131; 69! 39 5 | | L....8 @f- Sel 

| 

| *Key To Industry Groups. I. Food and kindred products. II. Textiles and their products. III. Iron and Steel and their ponte. 
not includi ing machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- | 
dustries. II. Chemicals and allied —. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 

| XI. Tobacco manufactures. : Machinery, not including transportation equipment. XIII. Musical instruments and phonographs. 

| XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. 


Miscellaneous industries. 


FLORIDA | 





| 

a : Percentage | 

| Statistics for State as a Whole Value of Total 

| for U. | 

ee ee iicceasioailoniahtdledlbsceaiipalipieabacpiaateanmmiaaniaigeban ee es adiaaanl . ica 

| Number of Manufacturing E stablishments e Dede teers : : San sapiawer : ; 2,214 1.05 } 
| Y ost of Materials, Fuel and Purchased Current..... : patois, : ; | $97, (102,524 . 25 
Value of Manufaetured Products ; es is Mines | $232'912'261 33 
Rated Capacity of Power Equipment............. 193,526 H.P. 45 


Detailed Statistics for Principal Counties 











XUM 



































| Number of Cost of | Rated H.P. 
| Manu- % of Materials, % of Value of % of | Capacity % of | 
| COUNTY facturing State Fuel, and State Manufactured State of Power State | 
| Establish- Total Purchased Total Products Total Equip- Total 

ments Cc Surrent | ment 
Hillsborough 267 12.1 of 569, 937. 24.2 $58, 395, 138 25.0 26,550 13.7 
BETTS Chale Wie sfcronehaid ae 232 10.5 32,946,500 33.9 59,591,101 25.6 | 26,851 ] 13.9 
IE 8G 652. re aoe we eaonie aoe 210 9.5 5,020,644 §.2 14,783,697 6.3 \] 13,710 7 | 
ER a ct dite a Ss axdiere eave 96 4.3 3,154,939 3.2 7,685,423 3.3 || 9.096 4.7 | 
MURMUR 6.6.6.5 0 co ac enews 92 4.2 1,892,558 1.9 5,207,096 2.2 | 7,751 4.0 | 
EERE Ree 75 3.4 4,346,859 4.5 10,375,898 4.5 11,140 5.8 
ID aie caig: a Jue. 3:60:60 n0 nar 62 2.8 1,253,608 1.3 3,695,845 1.6 5,491 2.8 
Eee 60 a.7 845,671 BM 2,613,996 3.8 | 3,868 2.0 
| NING Na2.5) ors 4i0- afew eraihal oreiere 52 2.4 788,850 8 2,027,539 2 \| 2,773 1.4 | 
| Manufacturing Establishments in remaining Counties: Palm Beach, 48; Alachua, 47; Leon, 43; Jackson, 42; Putnam, 40; Lake, 35; Bay, 34; 
Manatee, 30; All Other, 749. 
Detailed Statistics for aes Cities 
| Number | Cost of | | Rated H.P. | 

| of Manu- % of Materials, % of Value of % of || Capacity % of 
CITY COUNTY facturing County Fuel and | County Manufactured County || of Power County 
Establish- | Total Purchased Total | Products | Total | Equip- Total 

ments | Current | | ment 

Jacksonville Duval 209 90.0 $30,512,720 92. 7 | $55,178, 183 92.5 | 23,823 88.9 

Miami..... | Dade. ‘ 170 81. 3,956,662 78.8 | 12,423,647 84.2 | 10,693 77.8 

Pensacola... .| Escambia.. 50 66.7 2,343,316 54.1 || 6,061,039 58.5 || 7,092 63.6 

St. Petersburg) Pinellas. . 65 70.6 } 1,273,634 67.3 | 3,370,883 64.7 | 6,044 77.9 

Tampae...... | Hillsborough. 241 - 90.4 | 20,706,769 88.0 53,289,196 91.4 | 21,169 79.3 

i 
_Guemy 6 Statistics for aantertering Suaeaanaate ate Type of 5 Satustry” 
| | | | | 
COUNTY : - Ir | Il IV V VI rE VII | VIII | 1X x XI | XH | XU | XIV | XV | XVI 

Bas ee: REE Meee say eat eee eer ss See ie EM Deca 

Hillsborough............ 92 4 5 25 1 1 26 | 14 | 14 3; 60] ® } 31 2 8 

ere 57 7 3 47 39 28 15 10 5 | 9 | 6 3 | 16 

sa sca i Sograre i 55 | 4 | 4 13 1 30 | 2 | 8 | 2 | 5 | 3 2 2 

He eee eee MP cetacean 19 16 5 | 6 1 | 2 5 a eee 

NE cia. 1c: pita piorwla a '>-0-ave | 31 | | eee 12 16 | 2 | | 1 1 | 4}. 1 B Vesa 

IN aso oc. viccicesice 13 20 6 8 | Sl Aree, 1 | 21. 3 | 2 | 1 

INL 2 a o.a 0:6.0 0.0.40 0'0:006:0 21 5 1 9 14 5 | ae 2 | | Se ee 2 

— Pcisiak aca aincunts-pneaeie SU Ah ceh: Graral hee a Grav ere 17 7 1 | 1 cal 1 | 1 Be ivdnsasadacee 

ES ee BS SR aera 16 4 1 | 2 | — 1 , 56 8 

Remaining 57 Counties. 239 | eee 481 1 99 14} 22 wat 9 4 9 | 3 

See Semen se Rte (Pesce ean PARI, eee ses See reerereee. Serene 
ye OP eee 577 32 13 | 659 | 3 1 257 80 | 83 | 17 | 86 | 47 21 21 40 
| ! 

cna eelraiaaonaica saa atiniaa eS eee. a ee A . — ee eae a 

} *Ke To Industry Group s. I. Food and kindred products. II. Textiles and their poocuaes. III. Iron and steel and their products, 
| not inciuding machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 

dustries. VEIL Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
Tobacco manufactures. XII. Machinery, not including transportation r=. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. Miscellaneous industries. 
| 
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— Percent 
Statistics for State as a Whole Value | of Tota 
| | for U.S 
Ss hccinligtieha di ect aaeiahaiaicis ee 
en lO os al-c own eo wien inl aio e/a erp atenbwibedle ew eleles plaleceibre le elacd @ pwlelons ego | 1.35 
I a. 5 soi a ore ds 2:4 + Sblee bee o wine bead ece eR b KW ep ede er armme sen | $209,518, = .78 
ore is ia oe Ss a aig lg alee Minith, 5 bio ew aha Maa ae aie See | $560,9 . 80 
ee a vac ce qne'a wile he Siw ever atest ole @ idee Wikia. UO aime wane Kale oleh eroiaule date 784, 4 Wt Pp. 1.83 
| 
Detailed § Statistics for Principal Counties 
| —T | | 1 
Number of | Cost of } | Rated H.P 
Manu- %of | Materials, %of |i Value of | 2 of || Capacity of 
COUNTY facturing State Fuel, and | State || Manufactured State || of Power State 
Establish- | Total Purchased Total Products | Total || Equip- Total 
ments Current | ! ment 
Jefferson . 419 14.7 $125,820,547 42.0 i] $241,042,400 | 42.9 361,923 39.8 
Mobile... : 156 5.5 14,841,735 5.0 } 30,515,033 | 5.4 | 26,562 3.4 
Montgomery 119 4.2 15,897,091 5.3 || 27,254,291 | 4.9 | 20,680 2.6 
Calhoun 97 3.4 12,759,824 4.3 | 24,770,965 } 4.4 || 25,035 3.2 
Walker 90 3.2 2,838,444 9 4,939,615 | a || 7,236 9 
Etowah 76 2.7 19, 192, 629 6.4 33,883,302 | 6.0 | 68,415 8.7 
Tuscaloosa 69 2.4 7,655,568 2.6 15,156,164 | 2.7 || 26,189 3.4 | 
Covington 64 2.2 3,064,874 1.0 6,748,283 | 1.2 | 8,106 1.0 
Tallapoosa 61 3.1 8,509,803 2.8 | 14,904,146 | 2.7 || 20,059 2.6 
Barbour 60 2.1 1,923,867 .6 | 3,311,018 .6 1} 4,841 .6 
Baldwin 58 2.0 646,579 on 2,353,604 a 1] 2,036 3 
Pickens 52 1.8 581,571 .2 | 1,122,426 .2 | 2,240 3 
Dale.. 51 1.8 1,319,413 4 } 2,183,322 .4 } 2,741 | .4 | 
Houston 51 1.8 2,052,425 7 | 3,323,899 | .6 | 4,694 .6 
Manufacturing Establishments in remaining Counties: Morgan, 7; ¢ ‘Coffee, 46; Fayette, 45; Talledega, 45; Cullman, 44; Marion, 44; Dallas, 
42; Clay, 41; All Others, 1071 
Detailed Statistics for wutaetyas < Cities © 
Number Cost of || Rated H.P. 
of Manu- % of | Materials, % of } Value of % of || Capacity % of 
CITY COUNTY facturing County Fuel and County Manufactured County || of Power | County | 
Establish- Total Purchased Total Products Total || Equip- | Total 
| ments Current | l ment | 
Anniston Calhoun 59 60.9 $ 5,647,916 | 44.3 $ 10,849,193 | 43.9 | 10712 | a8 | 
Bessemer Jefferson 22 5.3 | 4,566,285 3.6 9,544,329 4.0 i} 5,40 } 1.5 
Birmingham..| Jefferson 318 75.9 | 70,910,314 56.4 137,101,685 57.0 | 191,704 | 53.0 
Dothan Houston 27 53.0 1,434,811 70.0 | 92 524 | 67.9 3,157 67.3 
Gadsden Etowah 46 60.5 37.9 12,245,551 | 36.2 | 9,685 | 14.2 | 
Mobile Mobile 99 63.5 55.4 19,302,245 63.3 | 15,024 56.6 | 
Montgomery Montgomery 99 83.1 79.7 21,557,523 | 80.7 | 16,109 78.0 | 
Selma Dallas 26 61.9 91.1 7,172,182 76.8 {| 5,484 73.9 | 
Tuscaloosa Tuscaloosa 27 | 39.2 13.5 | 2,315,060 15.3 2,205 8.4 | 
| 
County Statistics for Manntnetusing Establishments by Tepe of ‘Tabeetey* i 
| 
COUNTY I II III IV v VI Vu Vill mi = XI xl | XI | XIV | XV | XVI} 
_ - —_ _ ———— ——— ——_—— —_— ———__— —— ———- —— | ——____ SO - $$$ | — _ -| | 
Jefferson 97 12 51 44 2 2 57 34 36 13 | See 6 8 | 24 
Mobile 44 5 54 ; 18 11 | 9 4 1 5 7 4 4 
Montgomery 32 5 | 44 | 14 16 6 2 Bes lees eat eo | 4) s4 
Calhoun 12 12 13 19 | 5 5 1 1 : 6 1 1 1 | 
Walker 11 1 52 1 3 1 Diva siedats te kertoleeotie Rak hate beagle tater 1 | 
Etowah 10 5 12 16 3 4 4 3 1 1 | 2 
Tuscaloosa 14 1 2 31 3 4 1 2 1 ; rr 
Covington 6 3 9 4 1 1 DBR Ry Paria (Aperarare. (enue nn 
Tallapoosa 7 6 19 2 1 AS a ne on ome 
Barbour 5 3 15 2 5 Ol paeres, Siadireos Pare teees cee 
Baldwin 9 44 3 2 5 A Eat AA Ra: SNS | Ear ee RN) |S <ceey) 
Pickens 6 32 1 _ A EAPO Panreneras [arenes <eangtreins CAunmeee 
Dale 3 1 23 2 Es: ccksvise el ori-< ace lal a aia ole oratare 058 Pain Se ee 
Houston Shas. 10 4 7 1 PG Pre SS eA ae 
Remaining 53 Counties 168 60 7 690 1 82 48 35 2 7 =e | 3 8 7 | 
Total Plants 432 114 85 (1,102 4 2 201 153 97 18 6 WP Ce secacs | 19 | 28 42 





*Key To Industry Groups. I. Food and kindred products. II. Textiles and their products. TIL. Iron and Steel and their products, } 


not including machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. 


VII. Paper, Printing and related in- | 
dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. | 
XI. Tobacc © manufactures. XII. Machinery, not including transportation equipment. XIII. Musical instruments and phonographs | 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries. 











MILL SUPPLIES 
















WEST SOUTH CENTRAL 
weno STATES 


Counties having 200 or more 
establishments. 














Counties having from 150 to 
200 establishments. . 


W777, Counties having from 100 to 
YY 150 establishments. 
























2::3:] Counties having from 74 to 
23333] 100 establishments. 
Counties having less than 74 
establishments. 
Composite Statistics for the West South Central States 
— = — — — ; 
| Total for 6 States Percentage of 
U. S. Total 
Number of Manufacturing Establishments..............00seeeeeeeeees | 18,230 | 8.7% 
Cost of Materials, Fuel and Purchased Current.............seeeeeeees $2,530,909,737 | 6.6% 
Value of Manufactured Products ...........cccccccccccccccccsecccccs| $5,406,805,749 | 7.7% 


Rated Capacity of Power Equipment..............eeeeeeeeeeeeeeeees 2,771,472 H.P. | 6.5% 
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MILL SUPPLIES 


| : 
| 
| 
TEXAS _| 
‘ Page P Percentage | 
Statistics for State as a Whole Value of nage 
for U.S. | 
| ~ Number r of Manufacturing E stablishments subi 5,187 2.46 
Cost of Materials, Fuel and Purchased Current . ; $997 ,932,276 2.61 | 
Value of Manufactured Products.............. $1,449,801,916 2.06 | 
ne en OE eI I 55 ow ao piesinie: ub we bie Se lenbid.0 ao ei d'esere bere weed eo Sirsa lalecwiareud me 830,844 H.P. 1.94 | 
EE: | 
| 
Detailed Statistics for Putaciget Counties © 
| 
Number of Cost of Rated H.P. 
Manu- % of Materials, % of Value of % of | Capacity | % of 4 
COUNTY facturing State Fuel, and State Manufactured State | of Power | State t 
Establish- Total Purchased Total Products Total Equip- | Potal d 
ments Current ment 
| Dallas 72 11.0 $103,067 67 3 10.3 $168, 229, 302 11.6 211 8.9 
| Harris 475 9.2 194,002,836 19.4 284,930,347 19.7 119. 602 14.4 
Bexar. 412 8.0 35,801,777 3.4 60,315,519 4.2 47,594 5.4 
Tarrant 247 4.8 98,583,334 9.9 131,304,495 9.3 59,290 i 
El Paso. 160 3.1 40,209,411 4.0 54,474,189 3.8 36,213 4.4 
| Jefferson 139 2.7 239,709,194 24.0 297 078,508 20.5 120,835 14.5 
| Mc Lennan 124 2.4 12,060,506 1.2 20,501,204 1.4 19,635 2.4 
| Wichita 101 1.9 22,143,615 2.2 30,915,067 3.9 15,326 1.8 
| Galveston 97 5.9 15,738,646 1.6 22,843,767 1.6 18,451 2.2 
Travis 93 1.8 3,486,649 3 7,499,510 5 6,010 | — 
Grayson 81 1.6 16,010,300 se |{ 23,555,945 1.6 15,383 ne | 
} Manufacturing Establishments in remaining rc ounties: C ameron, ; Potter, 4 - Hidalgo, 50; Bowi ie, , 47 : : Nueces, 47; Taylor, 47; Smith, 46 
Cherokee, 45; Navarro, 43; Tom Green, 42; Bell, 41; Lubbock, 40; ia Oakes. 2130. | 
| __ Detailed Statistics for Principal Cities 
| —— — — ———— = —— 
Number . Cost of Rated H.P. } 
| of Manu- % of Materials, %ofk | Value of % of || Capacity % of 
| CITY COUNTY facturing County Fuel and County || Manufactured | County of Power County 
Establish- Total Purchased Total Products | Total | Equip- Total | 
ments Current | || ment | | 
| Austin Travis 88 94.6 $3,287,121 94.4 $7,066,287 94.5 | 5,624 | 93.5 
| Beaumont Jefferson 82 59.0 5,928,558 2.5 12'249/1 57 4.1 8,612 7.1 
| Dallas Dallas. 535 93.5 83,630,618 81.0 142,529,820 84.6 50,200 67.6 
| El Paso El Paso 149 93.2 13,863,861 34.5 24,621,381 45.4 15,048 | 41.5 
| Ft. Worth Tarrant 229 92.8 86,173,022 87.4 113,582,214 86.5 6,244 | 78.0 
Houston.. Harris. 429 90.3 79,880,609 41.1 144,752,821 50.7 63,558 53.3 
| San Antonio Bexar. 390 94.7 30,573,398 85.4 52,884,256 87.6 1| 32,919 | 69.0 
| Waco McLennan. 105 84.7 7,781,071 64.5 13,602,285 66.4 | 6,767 34.4 | 
Wichita Falls.| Wichita 75 74.3 11,900,677 53.9 18,642,929 60.4 | 11,368 | 74.0 | 
| | | 
County Statistics for bacronanrte Establishments eo oy Type of Industry* 
a | 
Col N’ ry ' J II III IV V VI VII Vi ee i =} XII | XIII | XIV | XV | XVI | 
ae es 7 NN SS ee ncaa | | | | | 
| Dallas 116 48 12 30 y | 3 126 33 28 30 1 | / > er 5 6 | 40 | 
| Harris 108 21 8 38 3 71 3: 20 9 / 3 eee 3 | 6| 22 
| Bexar 146 26 7 21 5 56 17| 24 8 | 2 a 4 | 4; 19 
Tarrant 63 11 5 14 4 2 47 18 12 id .—( | ee 6 | 10 | 12 
El Paso 46 8 3 5 4 24 11 5 yt eee ae oieeea 6 | 4 
Jefferson 49 1 1 14 13 8 3 | 3 | ee 3 | 3 | 3 | 
McLennan 29 7 1 8 1 16 | 7 6 ee 1 | eee 3 6 | 3 
Wichita 21 1 2 4 10 | 13 | 7 | OP bas acedie a 2 | 3 7 
| Galveston 43 3 5 | 1 14 5 2 7 ee | _ 4 See 4) 4 4 
Travis 32 3 2 15 5 8 | Sas 6S ee a 2 | 5 
Grayson 28 6 3 , Ree 10 3 3 a ee eee § | 2 
Remaining 243 C counties. 939 30 4 249 | 7 1 373 200 | 106 21 | _ 2 Cae 4 | 60 38 
Total Plants. 1620 162 43) 394 34 6| 775 | 352] 223 86 | 4| 183]..... 33 | 115 | 159 
ee Le Ser Eimear ee et eer ee / a 
*Key To Industry Goreme. I. Food and kindred products. Il. Textiles and their products. Ill. Tron and Steel and their products. 
| not including machinery. orest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- | 
| dustries. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. XII. Machinery, not_including transportation =. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. VI. Miscellaneous industries. | 
| 
| 
| | 
| 
| 
ARKANSAS | 
| 
| 
Percentage | 
Statistics for State as a Whole Value | of Tota 
| for U. 8. 
| 
I nono w 5s. dn a asrveslaveclba.a-w amelie dwinv-slele owes svawheou sees 1,731 } .82 } 
¥ ost of Materials, Fuel and Purchased Current $115,029,917 | .30 | 
Value of Manufactured Products. beatted a cle far “wtyeaiat Grits ox phn ta acer etait dTanet v=o eae to ina aR RTS aE $208,897,093 | .30 | 
Rated Capacity of Power Equipment . 221,637 H.P. .52 
} 


XUM 








Number of | Cost of 

















| XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries. 


LOUISIANA 











M anufacturing E stablishments in remaining Cc ounties: Calcasieu, 45; Iberia, 40; St. “Landry, 35; Tangipahoa 
| Lafayette, 30; All Other, 610. 





, 33; St. 


Rated H.P. 


Mary, 31; 


Manu- | % of | Materials, % of | Value of % of Capacity % of 
COUNTY facturing | State Fuel, and State Manufactured State of Power State 
Establish- Total | Purchased Total Products Total Equip- Total 

ments Cc urrent ment 
oe aaa 176 10.2 || $ 29,073,591 25.2 $ 21.6 31,807 14.4 
ar | Soc. 5 Che. Sia od ans | 94 } 5.4 | 8,869,314 7.7 8.0 11,480 5.2 
IN oo airarsarate cinerea 73 | 4.2 1,811, 494 1.6 1.5 | 2,634 a2 
RES rere a cr ao | 62 3.6 | 7,387,4 6.4 6.1 | 17,868 8.1 
I aiara Wo ls. 5 aoa an erale even | 55 3.2 } 1.0 8 1,741 .8 
Seer | 51 eS ae 4 | 13:3 352,876 11.2 10,227 4.6 

ae Establishments in remaining Counties: Garland, : Phillips. 41;C arroll, 40: C raighead, 40; Mississippi, 40; Pope, 39; Ouachita, 
| 36; All Other, 937. 
Detailed Statistics for Principal Cities 
| 
| Number Cost of Rated H.P. 
of Manu- % of Materials, % of | Value of % of Capacity % of 
CITY COUNTY facturing County Fuel and County Manufactured County of Power | County 

Establish- Total Purchased Total Products Total Equip- Total 

ments Current ment 
Fort Smith.. i Sebastian. ‘ 84 89.4 $8, 343,607 94.0 ‘15 by 786, 831 94.0 9,521 83.0 
Hot Springs Garland 31 66.0 506,554 58.1 3 ; 46.6 1,792 36.6 
Little Rock...| Pulaski..... 132 75.0 11,992,813 41.2 47.0 12,609 | 39.6 
| N.LittleRock. Pulaski.... 25 | 14.2 6,736,849 | 23.2 | 25.9 11,870 37.2 
Pine Bluff.... Jefferson.... 47 75.9 5,077,487 68.9 65.3 | 11,573 64.8 
Texarkana..... Miller... 16 66.7 1,573,195 87.2 79.0 | 1,738 75.0 

Gematy Statistics for anusisnananaattan. Establishments by Type of Industry* 

COUNTY I II Ill IV v i Ww VII | VIII IX x XI xt | ZME| XIV XV XVI 
Pulaski... . 56 6 29 28 12 6 4 4 2 3 9 
Sebastian... 20 2 3 16 1 11 6 7 3 1 4 3 | 3 1 

| Washington ‘ 32 1 2 5 2 = 3 
| — is ; 12 1 20 5 3 4 2 2 1 
—- : Syaomreas 22 ae 2 9 1 ; 
Unio 10 5 6 8 1 4 1 
re 69 Counties 247 6 352 3 91 28 15 2 16 : 5 ll | 6 
Total Plants...........| 399 16 | 3 | 426 4 | ‘+ 155 57 32 9 1 32 15/ 20] 20] 
|  #*Key To Industry Groups . Food and kindred products. II. Textiles and their products, III. Iron and Steel and their products. 
| not including machinery. 2..." products. V. ather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- | 


dustries. VIII. Chemicals aad allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. XI. Machinery, not including transportation ~~“: yment. XIII. Musical instruments and phonographs. 


} Percentage 
Statistics for State as a Whole Value | of Total 
. | | for U. 8. 
| Number ry Manufacturing Establishments.... . : ee Srahecbr atone ea iéenier a eee 1,986 94 
| Cost of Materials, Fuel and Purchased Current....... sats ictea a iarem eran eioanetes eer $441,979,590 1.15 
Value of Manufactured Products. ........cccccccsccees 5a gr iiehe o Wovens ; a $684,885,999 .98 
Rated Capacity of Power Equipment........... paewlecs prbranatavadar evans P . bares 488,507 H.P. 1.14 
sina Statistics for vlc icin Counties 
Number of Cost of | || Rated H.P. 
Manu- % of Materials, % of Value of % of | Capacity | % of 
COUNTY | facturing State Fuel, and | State Manufactured | State of Power State 
| Establish- | Total Purchased | Total | Products Total Equip- Total | 
ments Current | ment | 
Orleans.... A 787 39.6 $82,591,971 18.7 $148, 367 650 m.F | 80,936 16.6 
Caddo.. ate pi aieleen 111 5.6 L 33,335,011 7.5 49,188,936 T.a | 18,498 3.8 
i... Sa : | 65 3.3 8,912,258 2.0 18,755,983 | 2.7 24,519 5.0 
i "3S ; : 63 3.2 6,574,642 | 1.5 14,056,074 | 2.8 | 12,134 | 2.5 
| Jefferson. esatetace 56 2.8 45,093,294 | 10.2 | 64,482,117 9.4 | 31,436 6.4 
7 East Baton Rouge......... 50 2.5 87,210,754 | 19.7 102,424,633 5.6 | 30,330 | 6.2 


Iberville, 30; 





| 





| 
| 
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Detailed Statistics for Principal Cities 
— is: ‘memmeees — rT ; 
} Number Cost of Hy | || Rated H.P 
| of Manu- | %of Materials, | Qof | Value of | %of || Capacity % of 
CITY COUNTY | facturing | County Fuel and County || Manufactured | County of Power County 
Establish- Total Purchased Total || ucts | Total || Equip- Total 
| | ments Current | i i} ment 
| Alexandria. | Rapides.... 42 66.6 $2,438,801 37.0 $4,668,710 | 33.2 || 3,862 31.8 
| Baton Rouge.| East Baton | \ 
| Rouge.... 36 | 72.0 1,896,897 2.2 | 4,563,133 | 4.5 i] 4,421 14.6 
Lake Charles.| Calcasieu... 25 55.5 2,963,792 57.2 1} 4,666,767 | 52.9 3,117 44.9 F 
Monroe.......| Ouachita 33 50.8 4,070,844 45.6 || 7,787,769 | 41.5 | 5,246 21.4 
| New Orleans..| Orleans.... 787 100.0 82,591,971 | 100.0 | 148,367,650 100.0 | 80,936 | 100.0 |. 
Shreveport. | Caddo....... 97 87.4 13,033,877 | 39.2 | 21,995,242 | 44.7 | 13,131 | 74.3 | 
| | 
| 
_Guamay Statistics for Manufacturing Establishments by type of 7 Rateaney” 
COUNTY I _l III IV V VI VII | VIII | m | x XI XII | XIII | XIV 
Orleans..... é ‘55 14 70 5 1 121 45 21 21 14 23 eaeraiee 13 
| Caddo..... 2 2 16 | Aree 14 14 | 5 rer | . 7 ee 2 
| Ouachita..... 1 ae SS eee See 5 22 3 | ee ere 5 See 1 
| Rapides...... 15 3 2 1 2 ree 3 oe) 
Jefferson. . 1 1 | ee eer 2 11 | a ghar ae Aye 1 | 
East Baton Rouge... 1 8 5 2 | 1 1 ee er a 
Remaining 58 c ounties. 8 1 231 1 64 38 | 10 1 2 17 7 
: Her etre eeiiaeie ae PSE ESE Enaen SSCS Siu PR a Re sca een Ee eeeds Pea! Ses ee | 
Total Plants. naira 68 18 368 7 1 214 134 45 29 16 a rere 24 | 





Textiles A their products. aie Iron and Steel and their products, | 
not including machinery. IV. Forest products. V. Leather and its manufactures. Rubber products. VII. Paper, Printing and related in- | 
dustries. VIII. Chemicals and allied products. IX. Stone, clay and glass a ay A Metals and metal products, other than iron and steel. 
XI. Tobacco manufactures. XII. Machinery, not including transportation equipment. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries. 








*Key To Industry Groups. I. Food and kindred products. Il. 


KANSAS | —_ 








7 e Percentage 
Statistics for State as a Whole Value of Total 
| for U.S. 
Number of Manufacturing Establishments 1,918 | 91 
Cost of Materials, Fuel and Purchased Current $544,010,255 1.42 
Value of Manufactured Products $734,919,439 | 1.05 
Rated Capacity of Power Equipment 293,877 H.P. | .69 


Detailed Statistics for  Pateatges Counties 























Number of Cost of Rated H.P. | 
Manu- % of Materials, % of Value of % of || Capacity | %of | 
COUNTY facturing State Fuel, and State Manufactured State of Foner State | 
Establish- Total Purchased Total Products Total Equip- Total | 
ments ( ‘urrent ment | 
Sedgwick 238 12.4 $ 60, 698, 085. > 11.2 $ 86,339,490 11.8 21,081 | 7.1 | 
| Wyandotte 169 8.8 59,163,255 47.6 306,849,649 41.9 74,888 | 29.4 | 
| Shawnee 121 6.3 704907 440 4.6 40,032,687 5.5 13,055 | 4.5 
Montgomery 86 4.5 19,708,830 3.6 35,821,213 4.9 23,248 7.9 | 
Reno . 61 3.2 12,864,925 2.4 19,815,388 | ae 14,289 4.9 | 
Crawford 57 3.0 3,667,969 7 | 7,472,974 1.0 5,726 | 3.9 | 
Saline ie P 55 2.9 15,038,684 2.8 19,515,960 2.7 5,920 2.0 | 
| 
M —W turing Establishments in remaining Cc ounties: C ow wley, - 47; ‘Leavenworth, ‘46: : Dic kinson, 38; Douglas, 38; Atchison, 37; Labette, 34; 
Wilson, ; Butler, 30; All Other, 830. 
| 
| | 
_ Detailed Statistics for iw Petnsignt Cities” 
Number Cost of | | Rated H.P. 
of Manu- % of Materials, % of |! Value of % of Capacity % of 
CITY COUNTY facturing County Fuel and Cc ounty || Manufactured County || of Power | County 
Establish- Total Purchased | Total Products | Total |; Equip- | Total | 
ments Current 1} } } ment | 
a — = = _ ee | eee a =— | 
Coffeyville Montgomery 34 39.5 $1 10, 542,894 53.5 20,031,470 | 55.9 6,970 30.0 | 
Hutchinson. Reno 51 83.7 10,927,381 85.0 15,838,888 80.0 | 7,815 54.9 
Independence Montgomery 28 32.6 625,684 31.8 1,524,909 42.5 1,311 } 5.6 
Kansas City Wyandotte. 150 88.9 256,729,154 99.1 301,843,019 | 98.2 67,599 90.5 
| Parsons ; Labette .. 25 73.5 3,940,761 94.5 6,233,964 90.0 6,681 87.7 
Pittsburg.. Crawford 36 63.1 2,262,266 61.8 5 61 70.0 4,291 75.0 
| Salina Saline 52 94.6 14,669,635 97.4 1 3,275 97.5 5,713 96.5 
| Wichita Sedgwick 218 91.6 44,201,609 | 72.9 63,571,40 | 73.9 17,933 85.0 
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County Statistics for Manutactaring | Establishments by Tyee of dsonesnnes. Ail 
gerne mes ; gg genie poe pony eg yen gee, 
| COUNTY ; 2 | Il | III | IV | v | WE VIE | VERE | IX | x | SE | XII E XIII XIV XV XVI 
7, "ES | eo] 9] 4] 14] 5).... 34/ 18| 15]. 9g /...... yp 1 aw | 71 a! 16| 
Wyandotte..............| 62 | 2 | 4] 12] 1 l 23 20 | 7 | 4 | _— ) 4 | 7 | 3 | 
Re RRs 39 o.. Bt Bl... 24 5 4 3| 3 6 3) 4 
| Montgomery............ 31 Ritson 5 12 j 10 | > ee 9 | 2 2 | l 
_ ie RRS | 27 | 3 a =) 12 1 | Bt oness | 1 1 | 1 
CS IO ene 27 | | SS Ae | . a 7 2 | 4 | 1 | | 9 ey 2 ry. 
+ PORE IRESS 22 Seton Bs ae -; $$) 2) $4 a | ee a i| "3 
| Remaining Counties. ie | 10 | rj | 22 | 14 268 34 | 37 | 5 | 7 | 49 | 1 2 | 28 | 24 | 
|——— | | | | | | ———_]| —_ —_|—_—— 
| Total Plants.......... | 838 32 | 18 | 68 21 1 389 87 81 | 27 | 10 | 99 1 15 45 | 51 
| | | | | 
*Key ‘To ‘Industry Grou s. I. Food and kindred products. Ul. Textiles and their products. Ill. Iron and Steel and their products. 
| not including machinery. IV. Forest products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- | 
| dustries. II. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. 
| XI. Tobacco manufactures. XII. Machinery, not including transportation ye. XIII. Musical instruments and phonographs. 
| XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. Miscellaneous industries. 
| 
| 
| 
MISSOURI | 
— Percentage 
Statistics for State as a Whole Value of Total 
for U.S 
Number of Manufacturing Establishments............ ; 5,757 2.74 
2 ost of Materials, Fuel and Purchased Current............ .. | $1,124,967,658 | 2.94 
Value of Manufactured Products................... . | $1,876,140,033 | 2.68 
ne ge i a ar ipts nw Wivaribsse Wms win wil 6 erelSatw ieee d:.6 bumlacecece'a aie web Wee | 714,799 H.P. 1.67 
| 
_ Detailed Statistics for sine Counties 
Number of i] Cost of | || Rated H.P. 
Manu- % of } Materials, % of Value of | % of Capacity | % of 
COUNTY facturing State Fuel, and State Manufactured | State of Power | State 
Establish- Total | Purchased Total Products Total | Equip- | Total 
ments | Current | ment 
| St. Louis City...... 2,704 47.0 50.5 $983,823,009 §2.5 Ht 290,094 40 6 
| Jackson. . 946 16.4 20.2 382,007,482 20.4 | 122,964 17.2 
Buchanan 144 2.5 136,605,999 7.3 40,124 5 6 
| Jasper.... 135 2.3 1.8 32,729,868 3.7 13,062 1.8 
| Greene.. 103 1.8 1.6 28,664,939 1.5 17,138 2.4 
St. Louis 99 a.2 1.8 45,442,197 2.4 : K 5.9 
CAOF ..2-- 52 | B 26,425,876 2.4 41,780,383 2.2 | 16,654 2.3 
' 
; "Manufacturing Establishments in remaining Counties: Franklin, 45; Cape Girardeau, 43; Marion, 43; Barry, 42; Pettis, 33; Cole, 31; Dent, 
1; Ali Others, 1306 
Detailed Statistics for Principal Cities 
Number Cost of Rated H.P 
of Manu- % of Materials, % of Value of % of Capacity ™% of 
CITY COUNTY facturing County Fuel and County Manufactured County of Power County 
Establish- Total Purchased Total Products Total Equip- Total 
ments Current mnent 
Cape Cape 
Girardeau Girardeau 27 62.8 92.0 $1 4,639,778 92.9 13,819 90.8 
Hannibal Marion 37 86.0 99.2 ; 99.0 9, 107 97.3 
Independence Jackson 22 2.3 2.5 9'870.694 2.6 3,57 2.9 
Joplin.. Jasper 77 57.0 54.5 17,130,266 52.4 6,498 49.7 
Kansas City Jackson 904 - 95.4 ‘ 86.4 340,890,312 89.1 102,701 83.5 
St. Louis St. LouisCity 2,704 100.0 569,318,573 100.0 983,823,009 | 100.0 290,094 100.0 
Springfield Greene 90 87.5 16,471,582 90.1 | 98.0 14,875 86.7 
County Statistics for Monetnernting Establishments by Type of Industry* 
COUNTY rit @ | Ill IV Vv VI Vil VIII IX X XI xii | Xi | ATV XV XVI 
- - nd - - —_ -_ — —: - - - 7 - - o— = 
St. Louis City 668 | 335 112 | 169 95 5 478 | 173 74 134 29 | 193 5 | 36 20 | 160 
Jackson 167 75 36 60 14 1 210 68 31 39 2 81 1 15 8 76 
Buchanan 58 13 2 9 5 28 12 6 5 2 10 1 4 6 
Jasper.. 41 8 1 7 3 16 6 10 2 3 21 1 2 6 
Greene 39 5 1 8 2 16 2 4 2 4 1 3 5 
Clay 12 2 3 4 1 7 9 1 1 4 2 l 
St enh 58 11 11 2 23 5 6 7 9 
Remaining 108 Cc ounties. 629 23 9 140 38 l 289 27 62 3 8 | 22 1 9 30 | 25 
Total Plants 1672 461 164 408 157 s 1055 299 211 191 44 341 7 70 69 288 
| *Key To Industry Grou 8. x. Food and kindred products. Il. Textiles and their products III. Iron and steel and their products, 
| not ine ludi: ig machinery. IV. Forest products. ather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- 
| dustries. I. Chemicals and allied products. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel 
XI. Tobacco manufactures. XII. Machinery, not including transportation oe XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. VI. Miscellaneous industries. 
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~ : a eae eeenanenetionte SS : = = = nemraeenn See 
sas Percentage | 
Statistics for State as a Whole Value | of Tota 
for U.S. 
~ Number of Manufacturing E stablishments ee uae Nay ee ap ke ees wie aeters 1,651 .78 | 
Cost of Materials, Fuel and Purchased Current........ : ae Pn re eats | $306,990,041 . 80 | 
Value of Manufactured Products. . aceasta a See ee ee ier : ... | $452,161,249 -64 | 
Rated Capacity of Power Equipment. ae na alas G rat ocd Sasa Gra lis Bate heed SEI erat one Gale alee ead | 221,808 H.P. .52 
é 
Detailed Statistics for © Eeinsigal < Gannties 
Number of Cost of } || Rated H.P. | 
Manu- % of Materials, % of Value of | % of | Capacity | % of 
COUNTY facturing State Fuel, and dee Manufactured | State | of Power date 
Establish- Total Purchased | Total Products | Total | Equip- | Total 
ments Current | | ment 
Oklahoma 260 “45 7 $69,249,965 22.6 $106,986,273 | 23.6 \ 25,636 11.6 
| Tulsa. 219 13.3 53,600,379 17.5 86,637,540 | 19.2 } 43,155 | 19.5 
Muskogee. area , 66 4.0 12,026,729 3.9 16,735,096 3.7 7,059 | 3.2 
EET ee ot 60 3.6 20,268,401 6.6 26,726,189 5.9 11,565 | 5.2 
DE a dine 4s.0.he Heeneee eae ara 56 3.4 31,396,827 10.2 39,627,340 8.8 21,216 9.6 
| i Manufacturing Establishments in remaining Counties: Okmulgee, 48; Creek, 43; “Carter, 37; Pittsburg, 37; Pottawatomie, 31; Pay yne, 30; 
| All Others, 764. 
| 
| 
| 
Detailed Statistics for yuteipet Cities 
— = Sm — ae — — “; 
Number Cost of | | Rated H.P. | 
of Manu- % of Materials, % of Value of | 7% of | Capacity % of 
CITY COUNTY facturing County Fuel and County Manufactured | C _e, of Power County 
| Establish- Total | Purchased Total Products Total Equip- Total 
ments | Current | | ment | 
| Chickasha. } Grady. 20 83.3 $2,978,157 } 98.3 $4,309,596 97.8 | 2,227 | 93.0 | 
| Enid. | Garfield 50 83.3 7,660,118 37.8 | 10,447,045 39.2 | 6,213 | 53.8 
Muskogee... .| Muskogee 59 89.5 10,645,256 | 88.5 || 14,826,720 88.6 6,385 | 90.4 
| Okla. City .| Oklahoma 243 93.5 49,190,894 71.1 II 81,002,795 | 76.6 19,833 | 77.5 
Okmulgee .| Okmulgee 27 56.2 4,247,967 34.1 5,728,214 | 32.8 i 2,917 8 
Shawnee.... .| Pottawatomie 25 80.6 3,795,451 | 93.5 5,708,744 | 94.0 | 4,937 90.1 
MO. 06a -| Tulsa. cnn 176. 80.5 9,540,605 17.8 26,802,337 | 31.0 || 17,368 40.3 
' 
Cannty & Statistics for Manufacturing Establishments by Type of SaGustey” 
— — ee — min aaa — ———— SO $$ 
COU NTY I II Ill IV Vv VI Vil | VIII | mif2 _XI XII | XII | XIV v | XV | XVI 
| Okiahoma........ 74\ 8| 14 1 Ie Ue Pe eis ei eee 1| 2| 22 
Tulsa.... ; 43 7 4 12 38 | 13] 16 eee a ee 4 | 4 | 6 
Muskogee. are hcalacs 20 1 1 4 11 | 4} 3 | aa | RA eer ee 3 3 
Garfield. ae —— : ll l 1 “i 7 | 4 | 2 : Dr ocedia.aleoe | Oe eee Sere. Ferre 
rr aa ‘ 21 _ 1 1 ; 7 | 5 3 1 |, ENP) SR oe | ae 1 
| Remaining 72 Counties..| 401 » 6 44 2 191 | 73 35 9 | 3| 32 }...... ee 17 | 
~ Total Plants...........| 570| 27| 21| 76 3 1, 309| 115 | 68 | 28 | ae | 5| 25| 49 
| | | 
| *Ke To Industry Grow Food and ‘kindred products. II. Textiles and their products. III. Iron and Steel and their products, | 
| not including machinery. Rien’ products. V. Leather and its manufactures. VI. Rubber products. VII. Paper, Printing and related in- | 
| dustries. VIII. Chemicals aul allied peomante. IX. Stone, clay and glass products. X. Metals and metal products, other than iron and steel. | 
| XI. Tobacco manufactures XII. Machinery, not including transportation equipment. XIII. Musical instruments and phonographs. 
XIV. Transportation equipment, air, land and water. XV. Railroad repair shops. XVI. Miscellaneous industries. 
| 
| 
— es vee eT ee = 
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“Our Salesmen Have 
Learned that it Pays 
to Talk Major Lines” 


says Clarence W. Krueger, Sales Mer. of 
Western Iron Stores Co., Milwaukee, Wis. 


" ke will not take on a 
new line unless we are 
convinced that our salesmen 
can conscienciously recom- 
mend it to our customers,” 
stated Clarence W. Krueger, 
Sales Manager of Western 
Iron Stores Company of Mil- 
waukee, Wisconsin. 
“Tn selecting a new line,” Mr. 
Krueger went on to explain, 
“we must know that it will 
satisfactorily meet our cus- 
tomers’ requirements before 


we accept the responsibility ° 


of properly representing the 
manufacturer in the territory 
Wwe Serve. 


“When we started with the 
Osborn line, we carefully stud- 
ied the uses of Osborn Brushes. 


“In selling the Osborn line, 
our salesmen first determine 
the customer’s 
brushes. Then our men take 
the responsibility of recom- 
mending the correct brushes 
that will not only deliver sat- 


uses. for 














isfactory performance 
but save money for our 
customers. Our sales- 
men are told not to 
match other lines just 
to get the business but 
to render an intelligent 
brush service. 


“Whenever unusual problems 
arise, our salesmen call upon 
W. C. LaBerge (the Osborn 
representative), who has _ al- 
ways given them whole-heart- 
ed cooperation, Mr. LaBerge 
has also been very helpful in 
coaching our salesmen in cor- 
rect methods of presenting 
the Osborn line to users. 


“Another source of great as- 
sistance is the practical sales 
data in Brush News and the 
Osborn No. 176 Catalog. This 
information has given our 
salesmien confidence in recom- 
mending brushes to our cus- 
tomers as they know their 
customers are receiving true 
value for their money. 








“Catalog No. 176 has been 
unusually helpful to the user 
in filling requisitions in the 
plant. As a result, our sales- 
men report that customers,who 
have been given Catalog No. 
176, are buying brushes more 
intelligently and are actually 
saving money as a direct result. 


“Among a number of Osborn 
helps that have been instru- 
mental in building customer 
confidence in our brush service 
is the Osborn instruction sheet 
on the proper care of paint 
and varnish brushes. 


“The progress we have made 
has convinced our salesmen 
that it pays to talk Osborn 
Brushes along with other 
major lines.” 
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Questions and Answers 


..... By Way of Explanation ..... 


“Tt is surprising the number of ques- answered in the Osborn No. 176 
tions buyers ask about brushes,” Catalog, it is evident that all possi- 
wrote an Osborn “Brush Conscious” ble questions about brushes could 
Distributor who went on to suggest not be covered by the catalog. 


that at least one issue of Brush The following “Questions and An- 


News” be devoted to ‘Questions swers’’ are not to be inferred as all- 


and Answers about Osborn inclusive but rather as a list of 


typical questions that a distributor’s 
\lthough many of the questions salesman may be called upon to an- 


Brushes.” 


asked about industrial brushes are swer in his contacts with customers. 








Wire and Fibre Wheel Brushes 


QUESTION | QUESTION Brass Wire Wheel Brushes 
What gauges of wire are used | What kinds of wire in Osborn should” be used only when 
in Osborn Wheel Brushes for | Wheel Brushes are best suited | Polishing brass, excepting 


roughing, cleaning or removing | for use on various metals? when it is desired to obtain 
and polishing or burnishing? decorative effects by discolor- 
| ANSWER ation of other metals. 


acstinaaeaien For [ron and Steel—Steel Wire | For Copper—Steel Wire 





For Roughing —No. 30 Gauge | Wheels are generally used. Wheel Brushes are generally 
or coarser wire is generally | ; a. used. However, when it. is 
eer kor Aluminum —Steel Wire =. ca SRT aM 
| Winek: ane aenendiy ‘aued desired to obtain decorative 
Kor Cleaning or Removing For B itl ‘ — iB, ai api" Wire 
i ie ee ‘or Brass — \ither Steel or veel Brushes are used. 
— or a Gauge wn Sapog SAREE “cer lenge 
or Vampico Fibre is generally , a a > > 
cial ! 5 > | depending upon the finish | For Polishing Plated Products 
desired. Steel wire is used to | —Tampico Fibre Wheel 
For Polishing or Burnishing obtain a “brush finish” on | Brushes are generally used 
Kine Gauge Wire or Tampico | brass; brass wire is used to | either with or without the 
Fibre is used. obtain a “polish finish.” aid of emery paste, rouge, 
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pumice, etc. Used either wet 
or dry, as the work demands. 


QUESTION 


What are factors that cause 
excessive wire breakage in a 
wheel brush and can such 
breakage be minimized? 


ANSWER 
Note: In a wire wheel brush it is 


impossible to prevent a certain 





amount of wire breakage which 1s 
caused by fatigue (crystallization). 


1. The higher the speed of a 
wire wheel brush, the more 
quickly wire breakage will be 
caused by fatigue (crystalliza- 
tion). 


The coarser the wire, the 
fewer times it will stand bend- 
ing without breaking. 


3. When there is a choice of 
using a finer gauge of wire as 
compared to a coarser gauge 





About Osborn Brushes 


of wire in a wheel brush 
operating at a high rate of 
speed, select the finer wire 
as it will stand more bending 
or flexing action. 


cases, excessive 

against the brush 
wire breakage. For 
roughing, cleaning and remov- 
ing oper tions use compara- 
tively light pressure to bring 
the ends of the wire in con- 
tact with the object to be 
worked upon. 


4. In some 
pressure 
Causes 


Paint and Varnish Brushes 


QUESTION 


What is Nature’s identifica- 
tion mark for Bristle? 


ANSWER 
Only Bristle has the “Flag” 


or split ends that are visible_ 


to the naked eye. 


QUESTION 


Why is the bristle in Varnish 
Brushes tapered back from 
the end of the brush to form 
the so-called “‘chisel.” 





ANSWER 
“Chiseling”’ 
bristle in varnish brushes pro- 
duces the effect of a “broken- 
in” brush, ready to apply 
heavy flowing vehicles such as 
varnish, enamel, etc. 


QUESTION 


Why is a wood plug used in all 
Wall Brushes and in the larger 
sizes of Varnish Brushes? 


ANSWER 


The plug is needed to prop- 
erly form the bristle in the 


or tapering of 





brush and also serves as a 
reservoir for the vehicle. 


QUESTION 


What is the 
tween a Wall 
Varnish Brush? 


difference be- 
Brush and a 


ANSWER 

Wall Brushes are not made 
with the “chisel.” In general, 
Wall Brushes range in size 
from 215” to 5, whereas 


(Continued on next page) 
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Questions and Answers About Osborn Brushes 
(Continued from preceding page) 


Varnish Brushes are usually 
made from 1” to 4” in width. 
While not recommended, it 
is possible to use a Paint 
Brush for applying varnish 
and a Varnish Brush for ap- 
plying paint. 


Oval Paint or Varnish Brushes 
are recommended for apply- 
ing either paint or varnish. 


QUESTION 

In the vulcanizing process 
what is the advantage of 
dipping the bristle in rubber 
instead of pouring the rubber 
over the ends of the bristle? 


ANSWER 


Osborn uses a_ solution of 
pure, raw rubber into which 








the bristle is dipped until the 
rubber has thoroughly soaked 
up around the butt ends to a 
depth of approximately 39”. 


Practically the complete line 
of Osborn Paint and Varnish 
Brushes is made by this 
method. 


While it is easier and quicker 
to pour the rubber solution 
over the butt ends of the 
bristle, it is impossible to form 
as permanent a setting as in 
the dipping method. 


QUESTION 


How long should it take to 
properly vulcanize bristle in 
rubber? 





ANSWER 


It is possible to vulcanize 
bristle in rubber in a few 
hours but the intense heat 
required is detrimental to the 
elasticity and life of the 
bristle. 

Osborn Brushes are vulcanized 
slowly at a low temperature to 
protect the bristle and assure 
better work and longer life. 


QUESTION 


For what purposes are soft 
hair brushes made? 


ANSWER 


Soft hair brushes are used for 
flowing and color work and 
for lettering, striping, mot- 
tling and bronzing. 


If you have any questions in mind not covered 


by the foregoing list and the Osborn Catalog 


No. 176, ask the Osborn representative in 


your territory or write us for the answers. 


THE OSG0RN MANUFACTURING LOMPANY 


5401 HAMILTON AVENUE 33 


Sales Branches: 


CLEVELAND, OHIO 
New York, Detroit, Chicago, San Francisco 











Although still a comparatively young man, 
W. S. Blun has headed the firm, with 
which he started work as a warehouse 


helper, since 1925. 


He is a firm believer 











WHO’S 
WHO 


W.S. BLUN 


President, Georgia Supply Company, 
Savannah, Georgia 


as salesmen or into executive positions. With 
the thorough ground work which they have had 
in working their way up, they are thoroughly 
qualified to assume their new responsibilities, 
When necessary, the firm pays tuition in night 
schools where the young men take helpful studies 
such as shorthand, bookkeeping, and other 
business courses. 


in the policy of filling the company’s better 
positions from within its own ranks rather 
than seeking men from the outside—a 
policy which the company has always 


Mr. Blun followed the usual procedure in 
making his mark with the company. For three 
vears he worked in the warehouse, where he ab- 


XU 


adhered to strictly 


sorbed a real knowledge of the lines handled and 
learned something about keeping inventory and 
handling stock. Then he was transferred to the 
office as order clerk. 











yY S. BLUN has had a very interesting and 

varied career despite the fact that he has 

@ spent most of his life, -since the age of 20, 

with the Georgia Supply Company, where he started in 
the warehouse and later became president. 

As a boy, he attended the University of Virginia, and 
while at college took a great interest in athletics. Upon 
leaving college, he was somewhat run down physically 
and spent the following year as a cow-puncher on a 
ranch in New Mexico. When he had regained his health, 
he returned to Savannah and went to work for the 
Georgia Supply Company. 

It was at that time, and still is, the policy of the 
Georgia Supply Company to employ young men, intended 
for better positions, in the warehouse, when, they first 
come with the company. Then, when thoroughly familiar 
with the stock, they are transferred to the office where 
they take positions as order clerks, stenographers, or 
some similar clerical work. 

When openings are available the men go on the road 
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Following his apprenticeship as order clerk, 
he was promoted to bookkeeper and in time to 
treasurer. He held this latter position until the automo- 
tive department of the company was started in 1915, 
when he took charge of that. He managed this depart- 
ment until the beginning of the World War when the 
opportunity came for him to serve in the Army. 

Here he was assigned to an Officers’ Training School. 
After a course of study, he came out as a Lieutenant in 
the Infantry Corps. Later he was promoted to a Cap- 
taincy and assigned to the Engineering branch of the 
service, serving 18 months in France. 


ETURNING from the war in 1919 to Savannah, he 
sold his interest in the Georgia Supply Company 
and organized the South Atlantic Supply Company, 
which he operated until 1922. At that time, his com- 
pany was consolidated with the Georgia Supply Com- 
pany and he became vice-president under the new 
arrangement. 
In 1925 he became president of the firm, which posi- 
tion he has held ever since. 
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Applying 


e Principles 


of Specialized Selling 


By T. ELLIS McGEE 


Salesman, Bearing Parts and Supply 
Company, Augusta, Georgia 


“Find out all you can about your 


prospect’s plant operations, contact 


PECIALIZING means something more 

than picking out one or a few profit- 

able items and then concentrating your 
efforts on them. 

A program of specialization should begin 
with your prospect. All sales are or should 
be based upon a specific need. Therefore, 
if I merely call on my customers and reel 
off a number of items at random, I’m not 
apt to get much business, nor am [ entitled 
to it. 

In my program of specialization, I make 
it a point to become acquainted with all the 
men in a plant who might be of aid to me 
in securing business. If I know a mechanic or some 
other plant worker well enough, he is going to give me 
any tips he has which might lead to a sale. If, for 
example, a certain machine is not working at maximum 
efficiency or some particular operation is giving trouble, 
I'll find out about it. This gives me an opportunity to 
study the situation and work out some practical sug- 
gestion for improvement which ultimately is likely to 
result in some business. 

There’s a lot of difference between going 
to the master mechanic with just a reminder 
that something’s wrong, and in presenting 
him with a suggested remedy along with the 
reminder, 

When you know the plant men you are 
better able to find out about the specific re- 
quirements of the plant and thus can spend 
your time specializing on items you know 
are used instead of running the gamut of 
lines listed in your catalog in the hope that 
you will hit upon something which is needed. 

While it may take a longer time to build 
a prospect into a customer following out 
this procedure of getting to know all the 
men who are factors in specifying purchases 
and then studying the needs of the plant so 
as to make intelligent suggestions, it is the 
sound way of developing profitable business. 
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every man in the organization who 
may be in a position to specify needed 
items, pick out one or a limited num- 
ber of items upon which it will pay 
you to concentrate and then hammer 
away on them consistently” 


Let me illustrate how this program works out in actual 
practice: I had a prospect from whom | had secured 
very little encouragement. However, I kept plugging 
away until one day I learned the company was having 
transmission trouble. This was my cue to get right 
on the job. After studying the situation, I found that 
the difficulties could be solved by the use of ball bearings. 
The company was prevailed upon to install ball bear- 
ings in place of 
what was being 
used at the time in 
a couple of places, 
with the request 
that operations be 
carefully checked 
and compared with 
the system being 


No oil or dressing is 
needed for this leather 
link belt which we rec- 
ommended for use on a 
piler drive in a bleach- 
ery. On this applica- 
tion, the belt had to pass 
over cloth in process 
where even a few drops 
of oil might ruin yards 
of cloth. 
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This shop was having its 
welding done outside. By 
pointing out how it could 
save money, if it had its 
own welding equipment to 
build up worn out shafts, 
repair broken machinery 
and for use in general 
plant maintenance work, 
we created some profitable 
business. 


used elsewhere in the 
plant. After careful 
observation and a 
comparison of rec- 
ords, the customer was 
convinced that the ball 
bearings were not only 
reducing operating 
costs but practically 
eliminating the mental 
and efficiency hazards 
of power losses due to 
faulty lubrication. At 
the end of the test 
period, it was a simple 
matter to get this cus- 
tomer to install ball 
bearings throughout 
the plant. Specializa- 
tion certainly paid in 
this case. 
Specializing on 
short-center drives 
and ball bearings led 
to some profitable 
business in a bleach- 
ery. The motor and 
fan in the drying 
room were not oper- 
ating at maximum ef- 
ficiency. Ball bearings 
and short-center 
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To increase the efficiency of this motor and fan which 
operates in the drying room of a bleachery, ball bear- 
ings and short-center drives were recommended. 
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Friendship counts in any specialized 
sales program and every effort should 
be made to get on friendly terms with 
everybody from the gate man on up 


to the executives. 
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drives were recommended and the results 
have been highly satisfactory. The belts 
require no attention and last longer than 
the ones formerly used. 
eliminated, too. 


Slippage 1s 


The application of  self-aligning ball 
bearings on the washing machines in this 
same bleachery has also proved satisfac- 
tory. They were selected in preference 
to a radial type of ball bearing because 
often mechanics have trouble in securing 
perfect alignment and in such cases the 
radial type is not the best application. 

A leather link belt was found most 
practical for use on the piler drive in this 
bleachery where the belt had to pass over 
the cloth in process. No oil or dressing 
is necessary for this belt and on such an 
application this is vitally important, for a 
few drops of oil might easily ruin many 
yards of cloth. 

In another plant, it was specialization 
on welding equipment that won over the account. At 
the shop referred to, the welding was being done outside. 
| pointed out how money could be saved by purchasing 
welding equipment for use in building up worn out 
shafts, repairing broken machinery and in general plant 
maintenance work. 

Another item on which we found it pays to specialize 
is flexible all-metal fuel lines. We have found it par- 
ticularly serviceable for conveying grease, paint or 
solvents. 

Choosing items on which to specialize, of course, de- 
pends entirely upon the prospect upon whom you are 
calling. What would be suitable in one type of plant 
might not fit at all in another. 

My views on specializing can be summed up as fol- 
lows: 1. Find out all you can about your prospect’s 
plant operations, seeking in particular some troublesome 
problem which will give you an (Continued on page 63) 
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A Challenge to Salesmanship 


N the June issue of the “Executives Serv- 
ice Bulletin,” published by the Metro- 
politan Life Insurance Company, Frank 

F. Whittam, sales manager, John Lucas and 
Company, makes the point that the term 
“business depression” has been so thor- 
oughly discussed by everybody since 1929 
that a marvelous job has been accomplished 
in selling the idea to the general public. 

Of course business is at a low ebb, but 
“singing the blues” won't bring us back to 
normal. As Mr. Whittam says: “It is going 
to take the full power of salesmanship and 
straight thinking to enable us again to see 
business conditions in their proper relation.” 

Mr. Whittam makes three suggestions for 
improving selling which most certainly ap- 
ply to the industrial field. First, boost the 
salesman’s morale; second, sell quality ma- 
terials, keeping price in line with cost; and 
third, stimulate selling rather than buying 
campaigns. 

Is it any wonder that the morale of sales 
men is shattered, when they hear nothing 
but wails about how poor business is wher- 
ever they go? Even more demoralizing to a 
salesman’s state of mind is to get the same 
sort of “tonic” from his own superiors and 
that very thing is happening in more places 
than you might believe. Many salesmen 
don’t know from one day to the next whether 
they have a job or not and such a situation 
certainly is not conducive to good selling. 

It’s the responsibility of sales management 
to lead salesmen, keep them in the proper 
frame of mind, work out practical sales plans, 
and show them how to get results. In other 
words, sales management should be helpful 


to salesmen. Too often, however, it is quite 
the opposite. 

The importance of selling quality prod- 
ucts at prices which permit a fair profit 
cannot be stressed too strongly. There has 
been so much price-cutting, and along with it 
quality cutting, that oftentimes it is difficult 
for buyers to know whether or not they are 
getting their money’s worth. The price ap- 
peal is losing its effectiveness, for buyers have 
learned that low prices don’t necessarily 
mean bargains. We need to put more stress 
on quality, and less on price in our selling in 
order to get satisfactory results. 

The need for stimulating sales rather than 
buying campaigns is also apparent. Few com- 
panies are buying today nor are they going 
to unless they are given sufficient reasons for 
so doing. It’s up to salesmen to supply these 
reasons. Going into a company cold and rat- 
tling off a list of items certainly won't bring 
results. Careful sales planning, however, will. 
Study your customers’ requirements and 
then concentrate your sales talk on items for 
which they have a definite need. Check also 
the possibilities of industrial modernization. 
Frequently, this is the key that will open the 
door to profitable business, for even though 
a plant is operating at but a fraction of ca- 
pacity it still might be induced to buy so as 
to modernize and improve plant efficiency. 
As a matter of fact, in many cases it is easi- 
est to sell the idea of modernization when 
plant operations are at a minimum. 

Present conditions are a direct challenge to 
salesmanship. Salesmen and sales managers 
have no alternative but to accept that chal- 
lenge and meet the situation with well- 
planned, hard-hitting sales programs. 
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Business Must Take the 
Offensive 


T seems a paradox that when business is 
| ptensifa business men are aggressive in 

their sales, advertising and promotional 
work, while during periods when orders can’t 
be had for the asking, they contract their 
efforts all along the line, apparently hoping 
by some stroke of luck to keep on the profit 
side of the ledger. 
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The harder business is to get, the harder 
we must dig for it. Now is no time to re 
trench on sound sales and advertising work. 
Now’s the time to push férward more aggres- 
sively and progressively than ever. Business 
must take the offensive. 

More intelligent sales calls, backed by well- 
planned advertising and promotional cam- 
paigns, properly directed, offer any company 
its best insurance for securing a proportionate 
share of immediate business, at the same time 
building a solid foundation for future en- 


deavor. 


Are You Aiding the Committee 
Movement? 


INCE the Cincinnati Convention, the 
Joint Merchandising Committee has 
been hard at work formulating plans 

which, it is expected, should double the 
membership during the coming year. 

One of the ideas to be carried out is to 
send material emanating from the central 
office to subscribers only. Heretofore every 
company considered a prospective subscriber 
was on the list to receive whatever went out 
from headquarters. Non-subscribers received 
everything that went to the subscriber, so 
the only real incentive they had for joining 
the movement was that prompted by a de- 
sire to share the expense of keeping it going. 
Ordinarily, such an incentive might be sufh- 
cient, but during a severe depression when 
people are hard put for cash, it takes some 
thing more than an appeal to a man’s sports: 
manship to get his financial support to a 
movement of this kind. 

Unquestionably, it was good business to 
enable non-subscribers and subscribers alike 
to share in the benefits of the Committee's 
work during the past year when the move- 
ment was just beginning to take shape. But 
now with the central office well-organized 
and with considerable valuable facts concern’ 
ing industrial distribution about to be re- 
leased, the gathering of which has cost the 
Committee thousands of dollars, itis no more 
than fair that subscribers alone should 
participate. 





Obviously, as the movement gains momen- 
tum—as the educational data pointing out 
the economic importance of the distributor 
begins to take hold with manufacturer, dis- 
tributor and user—the entire industry will 
benefit, but the subscriber stands to gain 
most and that is as it should be. 

From now on, the “Coordinator,” official 
bulletin of the Committee, will be sent only 
to subscribers; research data compiled by the 
Committee will soon be available to those 
who have subscribed to the movement and 
worthwhile suggestions as to how to put 
these facts to profitable use will be made. 

Group meetings in key cities are planned. 
Cooperation of the industrial press will be 
sought. Every effort is being put forth to in- 
sure the success of the program and indica- 
tions are that those backing it will be well 
repaid for their investments. 

If you want to participate fully in this 
constructive program launched by the Joint 
Merchandising Committee in the interest of 
economical industrial distribution, if you 
want to get your share of the additional sup- 
ply business now going through other chan- 
nels at which this campaign is shooting, join 
the growing army of backers. 

Every industrial distributor and every 
manufacturer who sells through the dis- 
tributor should get behind the campaign. 
The cost is little and the benefits are many. 


XY 
Opportunity 


HE American Association is to be 
fe for the efforts it is putting 

forth to make the “Group by Industry 
Conferences” a year-around activity. 

The getting together of manufacturers of 
allied lines with distributors for the purpose 
of improving conditions within the industry 
should be resultful, provided those attending 
are frank in voicing their views and have the 
courage to institute changes where they are 
needed. 

There’s a real opportunity for making 
these group meetings worthwhile, so let's 
hope both distributors and manufacturers 
make the most of it. 
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We've No Lime for Order-Takers 
But Salesmen 


Are Always Welcome 


‘‘The salesmen we are interested in talking with 
are those who have given adequate thought to 
our requirements and have practical cost-cutting In a broad sense, industrial 


suggestions to offer”’ 


By F. E. STAHL 


Factory Manager 
Chisholm-Moore Hoist Corporation, 
Tonawanda, New York 


T seems to me that the 
| successful industrial 

supply salesman should 
always try to visualize the 
conference room of his cus- 
tomer, where monthly re- 
ports are presented by the 
department heads. Here, he 
can see the month’s bill for 
cleaning, power, light, re- 
pairs, and other items of 
expense. He should picture 
these bills being analyzed by 
the heads of the company 
and then it will be easy for 
him to realize how the 
standing of each depart- 
ment head can be affected 
by the results of the month’s 
operations. The extent to 








supply salesmen may be 
divided into two classes. There 
is the “prince of a good fellow 
type” who has the faculty of 
making friends with every- 
body in the plant who can be 
of influence in giving him an 
order. But at this point he 
stops. He does not attempt to 
tell us how we can save money 
by spending it with his firm. 
His only thought seems to be 
to come into the office, ex- 
change pleasantries, and then 
edge up close to the want 
book. Despite the fact that 
this kind of salesman is well 
liked personally, his attitude 
of “what have you got for 
me” rather than “I have a 
suggestion which [ believe will 
save you money” keeps him 
from getting business which 
well might be his. 

The salesman we are look- 
| | ing for is the fellow who finds 
I) some improved device and 
makes his own tests on it. It 
| 








may be a hacksaw blade. He 
thinks in terms of our costs. 
| If the blade is used for main- 
tenance work, he thinks about 
| the time saved on the repair 





which a salesman can aid F. E. STAHL job which would make it pos- 


department heads in keep- 

ing overhead at a minimum 

will, in, a large measure, determine the percentage of 
available business which he will get. 

We are in the same position as every other manufac- 
turer, eager to keep expenses down. Therefore, the 
salesmen we are interested in talking with are those who 
have given adequate thought to our requirements and 
have practical, cost-cutting suggestions to offer. 
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sible to put the machine back 
into service sooner. 

Ile keeps a record of the results secured by others 
who are using the blade. When he has a real story, 
backed by facts, to tell us, he comes in to see us, not 
until then. His sales procedure is to show us just what 
this blade will do in service. After he has laid his cards 
on the table he asks us to consider the product the next 
time we are in the market. 
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ALWAYS 
DEPENDABLE 


ENBERTHY INJECTORS, liquid level 

gages, and lubricating devices 

are universally used throughout 

industry because they have al- 

5 ways been dependable under the 
most severe service conditions. 


The dependability of Penberthy 
Products is an important reason 
for the steady and profitable 
flow of business to the supply 
houses that handle them. Pen- 
berthy Products are sold exclu- 
sively through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 
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This type of salesman never tries to force a sale. He 
realizes that our failure to place an immediate order is 
no indication that he has wasted his time. We appre- 
ciate the trouble he has gone to in showing us this 
device and he knows that when we are in the market 
he will get a fair chance at the business. 

Some readers may hold that this method of actual 
demonstration will possibly work out in small plants 
but not in larger ones. True, firm policies differ in this 
regard. One salesman may be allowed in a particular 
plant and another excluded. This does not 
indicate favoritism. ‘There is very likely a 
good reason why one man is kept out of a 


who is not thinking so much of the immediate order as 
he is in building for the future by providing us with 
intelligent sales service, 

Other things being equal, salesmen who will make it 
a point to secure a sufficient understanding of their 
customer’s requirements so as to be able to make worth- 
while suggestions will run into less detours on the road 
to profitable business than will the man who simply has 
his eyes glued on the prospect’s want book. For, while 
it is true that certain staple items of every-day use 











plant where another may be welcome. Per- 
haps he has a reputation for wasting the 
time of plant men, going over the head of 
the purchasing department or attempting to 
sell some device not needed. By and large, 
I believe that the salesman with something 
of real interest to talk about—some item 
which he believes will increase plant effi- 
ciency—will find a cordial welcome most 
places. 

In our own plant, as in many others, 
every man is working for the benefit of the 
organization as a whole. When an indus- 
trial supply salesman sells a device that will 
save money for one department, the news 
quickly travels to other departments and 
that salesman never has any difficulty in 


“While it is true that certain staple items 
of every-day use are still being bought 
rather than sold, they are being bought 
from men who have demonstrated their 
creative sales ability by their efforts on 
spectalty items rather than from those who 
have shown nothing but a willingness to 
accept orders which are waiting to 


be filled” 





getting a fair hearing any place in the or- = 








ganization. 

\We make every effort to promote a spirit 
of cooperation among the men in the various departments 
of our own company. For example, we have’a foremen’s 
training school that meets weekly and I spend 8 to 10 
hours per week preparing the text which is intended to 
teach leadership and a broader outlook on life. 

We also teach each man as much as is practical about 
the business as a whole so that each may help the other 
by doing his own job better. From time to time, men in 
the various departments are taken on an educational trip 
through the plant. The man in the office can do his work 
better when he knows more about the materials on which 
he keeps records. 

The sales department can do a better job of selling 
when it knows how 
the goods are made 


are still being bought rather than sold, they are being 
bought from men who have demonstrated their creative 
sales ability by their efforts on specialty items rather 
than from those who have shown nothing but a will- 
ingness to accept orders which are waiting to be filled. 

It takes creative selling to get business these days 
so if you have new uses for old products or new prod- 
ucts that will do old jobs better, we want to know about 
them and I believe the same holds true in other progres- 
sive industrial plants. 

Before concluding, I should like to touch upon the 
subject of high-pressure selling. We, and I believe most 
industrial users, object to having a salesman attempt 

to force a sale on some particular 
item or line. Occasionally, this 





and the severe tests to 





happens when a_ distributor’s 





which they are put. 
By the same token, 
plant men can furnish 
better goods when they 
have a clear idea of 
the sales points of the 
product which are 
being stressed. 
Because we do go 
to such extremes with- 
in Our Own organiza- 
tion to maintain the 
proper kind of coop- 
erative spirit, it is but 
natural that we should 
lean to the salesman 
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[. you have new 

uses for old prod- 

ucts or new products that will 
do old jobs better, we want to 
know about them and I believe 
the same holds true in other 
progressive industrial plants”’ 


salesman is accompanied by a 
manufacturer’s missionary man. 
I can appreciate, of course, that 
the distributor’s man is anxious 
to make a favorable impression, 
yet running the risk of antagon- 
izing a customer to do it seems 
to me like a mighty poor policy. 

Keep your customer foremost 
in mind. Study his require- 
ments and see to it that they’re 
taken care of intelligently. By 
so doing, you will be serving 
best both your employer, the 
distributor, and the manufactur- 








ers he represents as well. 





28 





MILL SUPPLIES 


a 


meas 





omgwsree ee 


pee 
ae 


ce 
XUM 


XUM 


JULY, 1932 MILL SUPPLIES 29 





More New Tools by Stanley <<< 
ELECTRIC SCREW DRIVERS 


with the new patented Adjustable T. a Set Clutch 


Unnecessary to release switch at any Prevents marring of polished surfaces. 
exact time. Prevents stripped screw threads. 
The adjustable Clutch releases when Sets screws and nuts uniformly tight. 


screw head is ‘‘seated.”’ _ 
Guarantees lower assembly costs in 


Prevents twisted and broken screw heads. manufacturing plants. 





No. 01 DRIVING WOOD SCREWS No. 31 DRIVING MACHINE SCREWS No. 32 RUNNING ON NUTS 


Made in Three Popular Sizes 


For Furniture Factories, Wood Working Plants, Stove Foundries, Sheet 
Metal Working Plants, Auto Body Plants, Aircraft Plants, Electric Appli- 


ance Factories, wherever assembly work is done with screws or nuts. 


Selected Stanley Distributors will furnish complete inform- 
ation and demonstrate the advantages of these néw tools 


THE STANLEY ELECTRIC TOOL COMPANY 
NEW BRITAIN, CONN. . oF Set, 


Sales Offices and Service Stations: 


New York — Chicago — Philadelphia —- Detroit — Boston — Buffalo — Cleveland — Cincinnati — Kansas Cily 
Richmond — Dallas — Los Angeles — Seattle — San Francisco — Oakland — Montreal 


STANLEY ELECTRIC TOOLS 











Developing Business by 


Working the 
MAILING LIST 


By C. E. HIGGINS 
Manager, Mining Department, Mill and Mine 
Supply Company, Seattle, Washington 


By consistently hammer- 
ing away at an active 
mailing list, this company 
has been able to develop 
some worthwhile business 
from customers on whom 
it would be impractical 


many instances as possible, set 
up practically as it would be in 
practice. 

In our case, the mailing list 
as a whole is circularized at 














E are firm believers in the theory that a certain 
amount of business can always be developed by 
a persistent hammering away at the mailing list. 
After years of careful checking returns, we find the 
curious fact that no matter how brisk the times or how 
deep the depression, about the same percentage of in- 
quiries can be obtained at each mailing. It is the volume 
of business finally written that varies. 

Our active mailing list numbers from 300 to 400 
names. These include mines that are regular buyers, as 
well as those properties that are to go into operation 
in the near future where milling operations can rea- 
sonably be expected to follow shortly. 

In securing business from these mines, it will readily 
be appreciated that much of the work of developing 
the order and, in a great many cases, its final consum- 
mation must be brought about through the mail. Since 
our territory comprises Washington, Oregon, Idaho, 
Montana and Alaska, it is an impossibility to get a 
salesman in to the remote mines often enough to keep 
business stirred up. Moreover, the mine superintendents 
or purchasing agents expect to do more purchasing of 
equipment through means of catalog information or by 
personal trips to the supply house, than do the buyers 
in more accessible places. When they do come in to 
our place of busines, we aim to have the principal forms 
of equipment on display for their inspection, and, in as 


30 





to make personal calls at 
regular intervals 


least once in two months, and 
many divisions of it much 
oftener. The mailing piece 
that we have found most ef- 
fective for producing the ini- 
tial inquiry is a single sheet 
printed on both sides giving a 
complete listing of our various 
lines of equipment and supplies. The mine operator 
looks this over and sees what is listed that he will be 
ready for within a short time. He generally responds 
to this mailing piece by indicating one or sometimes 
several items in which he is interested. If the inquiry 
indicates that he is interested in some line of equipment 
in which there may be several types that might serve his 
needs—for instance, if he is interested in pumps— 
there have already been prepared and ready to mail 
folders describing briefly half a dozen types with illus- 
trations. If among these there is one type which he 
thinks is suitable, he usually writes for further informa- 
tion. In that case, the complete manufacturer’s litera- 
ture is sent to him at once together with a detailed letter, 
or if practical, the inquiry may be followed by a sales- 
man. Then, too, the prospect often comes in himself to 
see the equipment first-hand. 

Frequently, the initial inquiry may be on some line 
of supplies which is indicated on the advance sheet. In 
that case, our catalog is sent and the inquiry then fol- 
lowed closely by correspondence. 


HETHER in the case of equipment or supplies, it 
will be seen that our whole idea is to be constantly 
reminding the prospect of that which he is going to need 
by means of a simple printed list. Then, when an inquiry 
of a general nature comes in, (Continued on page 63) 
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No room today 
for wasteful tools! 


Morse tools will gain more 
and more new customers for you 
today as more firms study ways 
to keep production costs low. 


Morse drills, cutters, reamers, 
taps and dies put an end to 
waste by workin? extra fast and 
extra lon? between sharpenings. 





You will find a ready market 
for these waste-reducin, tools. 














THE MORSE LINE INCLUDES: High Speed and Carbon 


DRILLS REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 
CHUCKS COUNTERBORES MANDRELS TAPER PINS SOCKETS SLEEVES 





TWIST DRILL & MACHINE COMP. 


NEW BEDFORD, MASS..U.S.A. 




















KEEPING POSTED » » 


Newsy facts about industrial distributors 


Joint Merchandising Committee 
ALPH GATTSHALL, Exec- 
utive Manager of the Joint 
Merchandising Committee, re- 
ports intense activity of the Com- 
mittee since the convention in Cin- 
cinnati. A presentation of all adver- 
tising material used thus far is 
being compiled to be sent to sub- 
This presentation will not 
only point out the immense amount 
of advertising already put to work at 
no cost to the Committee but it will 
point out tremendous _ possibilities 
along this line if all subscribers 
would properly use available material. 
The Committee at its last meeting 
passed the following resolution: 
WHEREAS, LAWRENCE  G. 
PUCHTA during the past two years 
has served as a member of our Com- 
mittee and as Chairman for the past 
eighteen months, and 
WHEREAS, LAWRENCE G. 
PUCHTA has given most freely of 
his time and thought in promoting the 
work of the Committee, discharging 


scribers. 


in a most capable and creditable man- 
ner the many duties imposed upon 
him, and by his intelligent active lead- 





and their salesmen 











ership has done much to improve 
conditions throughout the Mill Sup- 
ply Industry, and 

WHEREAS, We, the Members of 
the Joint Merchandising Committee, 
fully appreciate his valuable leader- 
ship and the service he has rendered ; 

BE IT THEREFORE RE- 
SOLVED that we hereby express to 
LAWRENCE G. PUCHTA our sin- 
cere thanks for the valuable contribu- 
tion he has made to our work, and 


BE IT FURTHER RESOLVED 


THAT we express to GEORGE 
PUCHTA, PRESIDENT of the 
QUEEN CITY SUPPLY COM- 


PANY, our thanks for the spirit he 
has manifested toward the work of 
our Committee and his willingness to 
contribute financial assistance, not 
only through the Queen City Supply 
Company, but personally ; in addition 
to making available to the Committee 
the time and service of his 
LAWRENCE G. PUCHTA. 


* * x 


son, 


Potts Capitalizes Depression 

In a recent letter, Mr. John T. 
Potts, president, The Galligher Com- 
pany, Salt Lake City, Utah, explained 


his philosophy with regard to the de- 
pression. His advice might well be 
taken to heart by all elements of the 
supply business. He said, “In time 
of peace, prepare for war. In time 
of war, prepare for peace. We are 
preparing for the peace that is to fol- 
low the ‘war of depression’ by con- 
centrating our efforts in showing the 
customer what he needs now and 
what he will need when business im- 
proves. We expect results in peace 
time.” 

Mr. Potts also reports that the 
Galligher Company has added the 
C. H. and E. line of contractors’ 
equipment to their contractors’ sup- 
ply department. This line includes 
pumps, saws and hoists. 


* * Ok 


New Joint Merchandising Com- 


mittee Subscribers 

According to the last issue of the 
“Coordinator,” official bulletin of the 
Joint Merchandising Committee, the 
following are new subscribers to the 
movement: Perth Amboy Hardware 
Company, Perth Amboy, New Jer- 
sey ; Bluefield Supply Company, Blue- 
field, West Virginia; Adam Cook’s 


Sons, Incorporated, Linden, New 
Jersey; Detroit Ball Bearing Com- 
pany, Detroit; Elkhart Rubber 


Works, Elkhart, Indiana; Specialty 
Machine Works, Portland, Oregon; 
and The Desmond-Stephan Manu- 
facturing Company, Urbana, Ohio. 


* * * 


Chandler-Boyd Distributes Victor 
Blades 

The Chandler-Boyd Supply Com- 
pany is now distributing the new 
Molybdenum hack saw blades manu- 
factured by the Victor Saw Works, 
Incorporated. These blades are be- 
ing pushed in an intensive drive, it 
is reported, 


Presenting a Scotch dozen (only 11) taken at the White Tool Supply Company, Cleveland 


This company also reports unusual 
success in the sale of Covulc, a cold 
vulcanizing rubber for both anti- 
friction and non-corrosive conditions. 


Ohio. Seated on the counter, left to right: F. R. Diebold; H. G. Larisch, Torchweld 
Equipment Company; L O. McVay, Union Twist Drill Company, and H. C. Norris, 
sales manager. Front: M. Munson; L. Tyas, Minnesota Mining and Manufacturing 
Company; E. F, Nash; W. H. James; H. F. Ellis; W. J. Christman, and A. M. Richards. 
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here 


s« MARKET 


FOR GOODYEAR PRODUCTS 









NEW 
CARCASS 





NEW 
COVER 


The newest success in steam hose 
— Goodyear Asbestos Cord 











Recent Goodyear 
developments in Mechanical 
Rubber Goods 


The Goodyear COMPASS 
Endless Belt 


The Goodyear THOR 
Belt Seamless 


& 
The Goodyear COMPASS 


The Goodyear Emerald 
Cord Air Hose 
i 


The Goodyear Emerald 
Cord Hy-Pressure 
Water Hose 


Cord Oil Well Belt — 
DOUBLE 





The Goodyear Asbestos 
Cord Steam Hose 























TUNE IN: Goodyear invites you to hear the Revellers 

Quartet, Goodyear Concert-Dance Orchestra and a feature 

guest artist every Wednesday night, over N. B. C. Red 
Network, WEAF and Associated Stations 


Wf 


= 
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Goodyear Mechanical Rubber Goods 
sell well because the fact is well known 


that they are built well. 


Their reputation for correct design, 
proper construction, and scientific 
specification is constantly being ex- 
tended with the increasing use of rub- 


ber in industry. 


Moreover, Goodyear, by widespread 
advertising and aggressive merchan- 
dising, is ever extending this good 
name, and by repeated new develop- 
ments is commanding the interested 
consideration of all industries using 


rubber or thinking of using it. 


The door to this greater market is the 
Goodyear Franchise. If you are inter- 
ested in selling products for which a 
genuine demand exists, investigate this 
franchise. A line or call to Goodyear, 
Akron, Ohio, or Los Angeles, Calif., 


will bring full information. 





BELTS . MOLDED GOODS 
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Sager-Spuck Joins Parade 

The dedication of the new port at 
Albany, New York, on June 6th, 
was the occasion for the largest cele- 
bration in the history of that famous 
town. The celebration lasted for two 
days and was featured by a mam- 
moth parade. 

One of the finest floats in that 
parade was that of the Sager-Spuck 
Supply Company, distributors of mill 





The in- 


and contractors’ equipment. 
genious float was featured by a water- 
fall, shown at the rear of the photo- 
graph, just behind the beautiful God- 


dess of Service. This fall set into 
motion a small Kohler generator 
which in turn provided the impetus 
for a Gould’s Centrifugal Pump. 

Mr. Howard Sager, president of 
the company, reports that the dis- 
play was particularly attractive in 
the sunlight and that Sager-Spuck 
has received hundreds of favorable 
comments on it. 


* * * 


Specialization Pays 

Eight years of operation under a 
policy of selling only ten or twelve 
lines has convinced Mr. G. D. Rich- 
ards of the Owen-Richards Company, 
Incorporated, Birmingham, Alabama, 
of the soundness of such a policy. 

Mr. Richards finds that while it is 
not possible to make as many con- 
nected customer calls as is possible 
with a general line, this disadvantage 
is outweighed by certain other facts 
which he lists as follows: 

1. The salesman knows his line. 

2. After initial education on a line, 
the distributor with a limited num- 
ber of lines requires no help from the 
manufacturer. 

3. The specialist salesman is better 
equipped to meet competition due to 
his detailed knowledge. 

4. The specialist is capable of ana- 
lyzing a job and creating sales. 

5. Industrial plants welcome the 
sales specialist because he can give 
them real sales and _ engineering 
service. 
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Queen City Gives Reasons For 
Buying From The Distributor 
The Queen City Supply Company, 

Cincinnati, Ohio, is including in its 
regular mail, a sheet listing the fol- 
lowing reasons why industrial plants 
should buy from the distributor: 

1. His long and successful experi- 
ence in the field of distribution estab- 
lishes him as the most efficient dis- 
tributing agency. 

2. He assembles at convenient 
points for prompt and economical dis- 
tribution thousands of products from 
manufacturers in every part of the 
United States. 

3. He reduces the inventory invest- 
ment of both producer and consumer. 

4. The distributor’s stocks are as- 
sembled to especially meet the needs 
and requirements of the community 
in which he is located. They are care- 
fully selected from the offerings of 
manufacturers in all parts of the 
country. 

5. He can eliminate costly delays 
that are unavoidable when waiting 
for direct shipments from manufac- 
turers situated in distant points. 

6. The distributor’s stocks save the 
manufacturer and consumer rent, in- 
surance, storage, deterioration, pay- 
roll and numeraus other expenses. 

Mr. Lawrence G. Puchta, vice- 
president of the Queen City Supply 
Company was, until recently, General 
Chairman of the Joint Merchandising 
Committee. 

x * * 


New York Distributor Seeks 
Additional Lines 

A well-known industrial distribu- 
tor of New York City is desirous of 
securing additional lines on an exclu- 
sive basis. The lines should be of the 
sort that will support a specialist. If 
necessary, the company will take over 
one of the manufacturer’s salesmen 
to handle the line. 

This distributor has a record of 
accomplishment behind him on a 
number of lines on which he has ex- 
clusive arrangements. 

All inquiries should be addressed 
to Mitt Suppvies, 520 North Mich- 
igan Avenue, Chicago. 

2 & 


Desco Corporation Adds Space 

The Desco Corporation, Wilming- 
ton, Delaware, have taken additional 
space in the Kurtz Building in that 
City. This space is to be utilized for 
the display of mill and plumbing and 
heating supplies. 


Reichman-Crosby Adds New 
Lines 

The Reichman-Crosby Company, 
Memphis, Tennessee, is now dis- 
tributing the products of the Frick 
Company and the Quigley line. Mr. 
J. A. Reichman, president, informs 
us that his business is about on a 
par with 1931 and that the regular 
executive and sales staffs have been 
maintained intact. 

Mr. Reichman finds that the pres- 
ent situation offers excellent oppor- 
tunities to acquire well-established 
lines and that many manufacturers 
who formerly sold direct are now 
seeking distributor connections. 





Our photographer arrived in St. Mary’s, 
Ohio, after business hours, but being anx- 
ious to see Mr. F. M. Smith, vice-president 
and general manager of the Jaspersen Sup- 
ply Company, he repaired to Mr. Smith’s 
home and found him enjoying the job of 
giving a coat of paint to the garden fence. 
Mr. Smith’s garden is one of his chief hob- 
bies and judging from its appearance, he 
has a right to be proud of it. 


Carbine-Harang Expands 

The Carbine-Harang Machinery 
and Supply Company, New Orleans, 
has acquired the building adjoining 
their present address at 632 South 
Peters Street. This additional space 
consists of three floors. 

Mr. J. M. Carbine, president, re- 
ports that his company has taken on 
the distribution of the wire line man- 
ufactured by the Habirshaw Cable 
and Wire Corporation. 

* * * 


White Star Adds New Lines 

The White Star Company, Wich- 
ita, Kansas, has recently taken on 
the line of belt preservative manu- 
factured by the Cling-Surface Com- 
pany of Buffalo and the line of oils 
and greases made by the Keystone 
Lubricating Company. 
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The increasing number of mill-supply 
houses choosing Wagner as their supplier 
of motors indicates that the Wagner 
set-up is right. You know what it means 
for a mill-supply house to handle 


A Complete Line of 





A COMPLETE LINE OF SQUIRREL- 
CAGE MOTORS — DESCRIBED IN 
BULLETIN 174, 






A COMPLETE LINE 
OF FRACTIONAL 
HORSEPOWER 
MOTORS — 
DESCRIBED IN 
BULLETIN 167. 





A COMPLETE LINE OF DUST- 
PROOF TOTALLY-ENCLOSED 
FAN - COOLED MOTORS — 
DESCRIBED IN 
BULLETIN 151. 


WagnerElectric 


Atlanta, Ga. Cleveland, Ohio Kansas City, Mo. Omaha, Nebr. 
Baltimore, Md. Dallas, Texas Los Angeles, Calif. Philadelphia, Pa. 
Boston, Mass. Denver, Colo. Memphis, Tenn. Pittsburgh, Pa. 
Buffalo, N. Y. Detroit, Mich. Milwaukee, Wise. Portland, Ore. 
Chicago, Ill. Houston, Texas Minneapolis, Minn. Salt Lake City, Utah 
Cincinnati, Ohie Indianapolis, Ind. New York City, N. ¥Y. Seattle, Wash. 

San Francisco, Calif. St. Louis, Mo. Toledo, Ohio 


Motors 


backed by a 40-year 
reputation for 
quality and service 


The following are some of the reasons why 
Wagner motors are a profitable mill-supply 
line: 


1. A complete line of polyphase and single- 
phase motors—an assurance to mill-sup- 
ply dealers that Wagner recommenda- 
tions are made without prejudice, and 
that at no time will the wrong type of 
motor be supplied. 


tw 


Forty years of experience in building and 
applying motors—experience valuable to 
mill-supply men. A forty-year reputation 
for quality and service—a reputation that 
creates Wagner-acceptance everywhere. 


3. A nation-wide organization, with branch 
sales offices and motor warehouses in all 
parts of the country—no delay in ship- 
ping motors and motor parts to mill-sup- 
ply houses or their customers. 


Wagner Electric Corporation, 
6432 Plymouth Ave., 
St. Louis, Mo. 


Gentlemen: 


Please send copy of the following: 


Place an “X” in squares 


CL} Suteie 269. before bulletins — 


C) Bulletin 174. { 
~}] Bulletin 151. 


Name and Position 


Company 


ee ee eee ee eee eee eee ee 


Address 


COSHH HERE HHH EEE EHH HH EEE EEE SEES EEES 








36 


MILL SUPPLIES 

















' Model Ce COMPRESSORS | 





Carbon-free Valves -Timken # —™ 











Bearings - Centro-ring Oiling 


and lower prices inrelationtoca- 
pacity are some of the outstand- 
ing accomplishments of the new 


Curtis Model ““C” line of two- 


and four-cylinder compressors. 


Design of head eliminates 
excessive cooling, which causes 
carbon precipitation. Peak pres- 
sure and temperature of com- 
pression kept so low that there 
is joer no evaporation of 
oil on piston and cylinder walls. 


Large diameter, short intake 
passages, oversize ports, straight- 
line air flow, and cooled air in- 
take also greatly increase capac- 
ity of compressor. Timkenbear- 
ings assure longer life with easy 
adjustment. Centro-ring oiling 
provides controlled lubrication. 

New illustrated folder gives 
full details. Write the Curtis 
Pneumatic Mchy. Co., 1928 
Kienlen Ave., St. Louis, Mo. 


Made in V-Belt and Direct Drive, Stationary and Portable Types 


CURTIS. 


























| 
| 











CURTIS I-BEAM 
AIR CRANE 


Has 10 to 40-foot span, 
¥% to 10-ton capacity. 
Roller bearing, easily 
handled. Requires no 
special operator ; success- 
fully operated by any 
workman, especially 
with Curtis Air Hoists. 





CURTIS 
I-BEAM TROLLEY 
Has large wheels, roller 
bearings, self-equalizing 
frame and other features 
to make it unusually 
easy running. 


CURTIS 
AIR HOISTS 


Cost one-fifth that of 
other power hoists and 
practically no more than a 
chain block. Aside from 
economy, Curtis simplicity 
offers endless advantages 
over complicated power 
hoists. Simple abuse-proof 
construction—can be han- 
dled by ordinary labor—no 
costly production interrup- 
tion from hoist failure. 
Proof against destructive 
atmospheric conditions, 
Practically no service for 
years at a time. One-half 
to 10-ton capacity, 








CURTIS 
PAINT SPRAY 
COMPRESSOR 


Sizes 4% to 5 h.p. 
Single or two-stage. 
Automatic control. Rec- 
ommended by leading 
manufacturers of spray 
guns. Centro-ring lubri- 
cation prevents clogging 
of filters, minimizes 
chance of lubricating oil 
getting into air lines to 
ruin the paint job. 
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Executives and visitors in the trimming exhibit, a part of Shadbolt and Boyd Com- 


pany’s recent sales clinic, held at its Milwaukee plant. 


Standing at the extreme left 


is H. F. St. George, vice-president, while at the extreme right is H. C. Norman, sales 
manager. 


Charles C. Lewis Expands 

The Charles C. Lewis Company, 
Springfield, Massachusetts, one of 
the oldest distributors of iron and 
steel products in western New Eng- 
land, has been pursuing an active, 
well-laid plan of expansion since Jan- 
uary, 1931, with surprisingly good 
results. 

As new departments have been 
added, experts in that line have been 
secured to supervise their work. To 
give some idea of the extent to which 
this company has expanded along in- 
dustrial supply lines, the following 
list of manufacturers, whose products 
they distribute exclusively, is given: 
Jones and Laughlin Steel Corpora- 
tion, steel and pipe; John Lucas 
Company, Incorporated, paint and 
varnish; Van Dorn Electric Tool 
Company, electric American 
Saw and Manufacturing Company, 
saws ; Chisholm-Moore Hoist Corpo- 
ration, hand and_ electric hoists; 
\merican Steel and Wire Company, 
wire rope; The Standard Tool Com- 
pany, cutting tools; Logan-Long 
Roofing Company, roofing; Nichol- 
son File Company, files ; Holo-Krome 
Screw Corporation, cap and _ set 
screws ; Detroit Seamless Steel Tubes 
Company, bushing stock; Linde Air 
Products, welding equipment; and 
Bunting Brass and Copper Company, 
babbitt metal. To this list might be 
added many other quality lines now 
distributed by the Lewis Company. 

The Charles C. Lewis Company 
is to be commended for its fore- 


tools; 


sight and courage in preparing now 
for business which is sure to come in 
the near future. Undoubtedly, its 
stock will be better controlled, and its 
sales better planned, when time is not 
so plentiful due to the hustle and 
bustle which attend abundant orders 
and rush shipments. 


Be 


Turner Employees Join Desco 

Mr. George W. Thompson and 
Mr. Thomas McDougal, formerly of 
the Turner Supply Company, Chester, 
Pennsylvania, have purchased an in- 
terest in the Desco Corporation, Wil- 
mington, Delaware, and will look 
after the business of the Chester 
branch of that company after July 
1, 1932. 

*K * 
Corey Issues Catalogue 

The E. Corey Company, Portland, 
Maine, have issued a new 172-page 
catalogue, how they have 
kept pace with the times with new 
electrical tools and many other up- 
to-date mill supply specialties. 

Though the catalogue is compact, 


showing 


the goods of 162 manufacturers are 
displayed and the telephone number 
on every suggests using the 
phone in placing orders. 

Established one hundred and twen- 
ty-six years ago, originally as an iron 
their catalogue — illustrates 
nearly 1300 different articles—today’s 
goods for today’s needs. The book 
was compiled by R. R. Donnelly & 
Sons Company, Chicago. 


page 


store, 


OT lity 


tles since 


1899 





Brands 


IT’S THE 
everlastin g team work 


THAT COUNTS 


That Builds Business and 
Increases Pro fi i won 


> know and we know that in 
the long run the _ industrial 
buyer gets better quality products 
and more efficient service when he 
buys thru the distributor— 


Provided, of course, there is close 
cooperation, a real understanding 
and full confidence between manu- 
facturer and distributor. 


The Cleveland File Company rec- 
ognizes this and also that their in- 
crease in volume and profits is 
dependent upon yours and assumes 
full responsibility to help you in- 
crease sales. That is why they 
have set up and are operating on 
a definite sound distributor policy. 


In selling Cleveland Files, besides 
quality, individuality and salability 
of product, with a wide price range, 
you have complete territorial pro- 
tection, exclusive sales and close 
factory merchandising cooperation. 


Long ago Super-Duty and Blue 
Star Brands were taken out of the 
class of just files and were recog- 
nized as cost reducing production 
tools There are available dis- 
tributor connections in several ter- 
ritories. Perhaps yours is one— 
write today for full information. 


She CLEVELAND 
FILE COMPANY 


3400 Hamilton Ave., Cleveland, O. 
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;OLD PRINCIPLES 


The idea of protecting the legitimate mill supply distributor in the 
sale of mechanical rubber goods to the industrial consumer is being 
widely advertised as a “new policy.” This method of doing business is no 
“new policy” for Boston Woven Hose. In fact, it is just the opposite. It 
is an “old principle”—a tried and established rule under which we 
have operated for more than twenty-five years. 








The term “manufacturers for distributors” has appeared consis- 
tently in our advertising for the past quarter of a century and the evi- 
dences of its fruitfulness are found throughout our plant, the largest 
and best equipped factory in the world devoted exclusively to the manu- 
facture of mechanical rubber goods. 


Having built our business on this strong and logical foundation, 
it has always been our purpose to fortify B. W. H. distributors against 
the competition of factories selling direct to the consumer or operating 
branch stores in direct competition with jobbers. 





The large and growing family of loyal B.W.H. accounts, numbering 
among its members many of the largest and most successful mill supply 
distributors throughout the nation, is to us the best evidence of the 
soundness of our invariable policy of distribution. 


If you are interested in a source of supply which has demonstrated 
through both fat and lean years that it believes in the real importance 
of the distributor to industry, we would like to have you join our grow- 
ing circle of satisfied distributors. Remember that satisfaction is a rela- 
tive term. We have many distributors who considered themselves satis- 
fied before they joined B. W. H. Now they would not turn back because 
of definitely proved advantages which their connection with us has 
brought them. 
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Never has industrial equipment been 
so vital a factor in industrial prosperity. 


Never has it been so necessary to apply 
the lash of increased efficiency to every 
small detail of plant operation. 


With lowered selling prices eating into 
profit margins the importance of the 
proper lacing equipment is becoming 
more and more significant to owners of 
belt driven mills and factories. 


Base your selling arguments for Clip- 
per lacing equipment on the need for 
protection against costly delays in pro- 
duction, the expense of idle hands and 
the breaking of manufacturing routine. 













\ r The Clipper No. 6 Speed 

Lacer is a marvel of belt 
lacing efficiency. laces 
%) both ends of a six inch 
belt in exactly 90 seconds. 


Weight only S6% Ibs. § 
Clip BR lt [i C 37,500 Ibs. pressure. fy 


GRAND RAPIDS MICHIGAN / 


(~. 














QUALITy 
or 


SEIT EARS” 


CLIPPER PINS 






Clipper Lacers come in types for 
every requirement, lacing the small- 
est of belts up to the heavier and 
wider ones. The use of Clipper 
Hooks and Pins ensures a perfect 
lasting joint. 


CLIPPER HOOK 
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Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 


Marketin g Groups 


RACTICAL methods for dis- 

tinguishing between profitable and 
unprofitable customers and for avoid- 
ing losses from uncollectable ac- 
counts are among outstanding mar- 
keting questions studied by a group 
of Pennsylvania~wholesalers recently 
formed in Harrisburg, Pennsylvania, 
for mutual aid in applying modern 
merchandising methods to business 
improvement. 


The Harrisburg wholesalers, com- 
prising representatives of a variety 
of trade lines, form one of a number 
of similar groups organized in Penn- 
sylvania, New Jersey, and other sec- 
tions for cooperative study and solu- 
tion of their common business prob- 
lems along lines suggested by the 
Marketing Service Division of the 
Commerce Department. 


A striking instance noted of suc- 
cessful results obtained from cus- 
tomer analysis and selection was of a 
business which increased profits 18 
per cent in two years, while reduc- 
ing the number of customers on the 
books by more than one-third. Care- 
ful consultation between the home of- 
fice and the salesman on the ground 
to determine the profit potentialities 
of each individual prospect was held 
to be primarily responsible for this 
satisfactory result. Where it was 
agreed that the customer’s probable 
business did not promise a certain 
minimum return, sales effort in his 
direction was discontinued. 

Concentration upon the firm’s prof- 
itable customers, it was shown, had 
reduced the number of calls required 
to be made by each salesman daily 
from 18 to 7, while the average value 
of order obtained had risen from 
$18.00 to $45.00. Much of the sales- 
men’s time released from unprofit- 
able calls is being advantageously 
spent in supplying direct help to 
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other fields of distribution 


dealers and retailers in better mer- 
chandising of the firm’s product. 
Local chambers of commerce af- 
filiated with the National Association 
of Commercial Organization Secre- 
taries, and the United States Cham- 
ber of Commerce, are cooperating 
with the U. S. Commerce Depart- 
ment to supply local business men’s 
groups like the Harrisburg whole- 
salers with information which will 
enable them to apply to their individ- 
ual problems the best thought and 
experience of the day in merchandis- 


ing methods.—Domestic Commerce. 
* * x 


Sales Planning 


R Homer J. Buckley, president, 

Buckley, Dement and Com- 
pany, in an address before the May- 
onnaise Products Manufacturers As- 
sociation, stressed the necessity for 
an intelligent study of sales costs and 
handling expense. Mr. Buckley 
pointed out that thinking along that 
line would naturally lead to the fol- 
lowing : 

1. More attention to 
trading areas and districts. 

2. A more careful selection of cus- 
tomers from the standpoint of profit- 
able operation. 

3. Greater consideration to the 
minimum size of order that can be 
handled at a profit. 

4. Simplification of line, brands, 
sizes of containers and varieties of 
merchandise to effect increased turn- 
over. 

5. Increasing profits through ade- 
quate stock control. 

6. Increasing retail sales by im- 
proving the standards of retail sell- 
ing. =, 

There is much in Mr. Buckley’s 
advice which the distributor may take 
to heart concerning his own opera- 
tions even though the remarks were 
directed at a group of manufacturers. 


economic 


Decrease Your Sales 


OU can readily see that your net 

profit depends more upon the cost 
of doing business and your resale 
discounts than on an increased vol- 
ume obtained by lowering your sell- 
ing price. 

Do not get the idea that some sales 
at 50 per cent are not good business. 
In all of these 40 per cent and 35 per 
cent discount problems I have pro- 
vided for some 50 per cent discounts. 
Wholesalers should depart from the 
routine method of applying overhead 
costs to their entire business as a 
whole, and determine specific costs of 
doing business on various items. For 
instance, to sell a piece of equipment 
at $500, at a gross profit of 15 per 
cent, would ordinarily result in a net 
profit; to make a $10 unit sale at 50 
per cent discount, where the inven- 
tory on that item turns over 12 times 
per year, is profitable; to make a di- 
rect factory shipment to your cus- 
tomer at 15 per cent gross profit will 
result in a net profit. Then, on some 
items, you get better than 60 per cent 
discount from the manufacturer. This 
should be taken into consideration. 
But in all cases where quoting more 
than 40 per cent discount you should 
know the specific net profit that will 
result from that particular transac- 
tion, and do not make the sale if it 
means a loss. You can no longer 
treat your business as a whole, it has 
to be broken down into departments 
and individual cases in order to de- 
termine where the leaks occur. 

So, I say, forget this big volume. 
Decrease your sales and make them 
all profitable. Accept economic con- 
ditions, take your volume reduction 
gracefully, and conduct your business 
at a profit with fewer headaches.— 
C. M. Burgess, President, Burgess- 
Norton Manufacturing Company, in 
Motor World Wholesale for April. 
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Boosts Your Sales 































“UNBRAKO’’ 
Hollow Set Screw 





We certainly co-operate in boosting your 
sales not only by letting our many salesmen 
work with your own men and by turning orders 
your way, but also by advertising ““UNBRAKO” 
Screws in a great many magazines to create a 
steadily growing demand. 

By now “UNBRAKO” Screws have become 
such favorites everywhere that not to handle 


them is equivalent to throwing away a great 
many profitable sales. 


“UNBRAKO” Bulletin 429 Yours on Request. 












“UNBRAKO”’ 
Socket Head Cap Screw 


























We Also Make 


“HALLOWELL” Steel Work-Benches 
*HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs and Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“HALLOWELL” Steel Lift-Truck Platforms 
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BUY IT FROM THE DIP TTB DIZ TRIBU 


=) 





STANDARD nr STEEL CO. 


BRANCHES 








BRANCHES 


BOSTON JENKINTOWN, PENNA. ppc Rai 
DETROIT 


BOX 519 ST.LOUIS 





Smith-Booth-Usher 


H. P. Usher Dead 
Harry P. Usher, president of 
Company, Los 
Angeles and San Francisco, died on 
June 7 at his home at Los Angeles. 
Mr. Usher had been a resident of 
Los Angeles for the past 28 years. 


* ££ * 


He Knew His Stuff 
A card enclosed in all mail sent out 
by M. B. Urquhart, Urquhart Serv- 
ice, Denver, Colorado, bears a poem 
well worth reproducing. 


An aged man at the Union Station, 
Discussed the business sitch-ee-ation. 
I said that things were mighty bad, 

And somehow or other, it made him 


mad, 
That aged man, he tapped my knee— 
“D’ye know what’s wrong with 


things?” said he. 


“T’ve been in fights,” and the old man 
glared, 

“And I always got whipped when I 
got scared. 


Folks have forgot how to stand an’ 


grin 

When hard luck socks them on the 
chin. 

There’s too much groanin’— not 


enough laughs— 
Too many crepe-hangers—too many 
graphs— 


“It sure don’t help a sick man’s 
heart, 
think 
chart. 
There’s too many experts tellin’ how 
come 
The whole 
bum. 
There’s too many people with an 
alibi— 
I'd ruther listen to a darn good lie. 


To of nothin’ but his fever 


blamed world is on the 


“As soon as folks quit hangin’ crepe 

You'll see business in darn good 
shape. 

I've got no use for golf as a game, 

But I speak the language just the 
same ; 

There’s too few drivers, an’ too many 
putts— 


Plenty cold feet, an’ not enough guts. 


“You ain’t my son, but if you was 
mine 

I'd darn soon teach you not to 
whine.” 

He wasn’t cultured, and his words 
were rough, 

But the old boy seemed to know his 


stuff. 
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New Plant of 
BAKELITE CORPORATION 
South Bound Brook, N. J. 


Francisco and Jacobus, Engineers 
New York, N. Y. 


WU 


2. 


TENE. 


7 
XUM 


TONCAN 


IRON PIPE sowves conRosiON 


DIFFICULTIES FOR BAKELITE. 


When Bakelite Corporation built a new plant 
at South Bound Brook, N. J., the selection of 
pipe which would stand up under severely cor- 
rosive conditions presented a serious prob- 
lem. An instance—kettles used to dehydrate 
resin were to be equipped with lines to carry 
condensate contaminated with acids, alkalis, 
zylon, phenol, cresol, etc. Toncan Iron Pipe 
was selected after much consideration. 
Toncan Iron Pipe is not just another pipe. 
It is the outgrowth of more than twenty years 
of metallurgical effort. It is made from an 
alloy of refined iron, copper and molybdenum. 
Among the ferrous metals it stands first after 
















stainless steel ir its resistance to corrosion. 
Consequently, it lasts longer, costs less per 
year of service and makes worth while oper- 
ating savings because it minimizes costly 
“shut-downs” and expensive replacements. 

There is a place for Toncan Iron Pipe in 
your plant, not only where corrosion is severe, 
but wherever pipe is used—for the simple 
reason that it falls in with the present trend 
toward greater economy. 

Let us send you a copy of “Pipe for Per- 
manence’’—sixty-four pages of interesting in- 
formation on a subject that has long bothered 
owners and operators of plants. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES 


YOUNGSTOWN, OHIO 


O° ey REG.U.S.PAT. OFF. oete.. 


<TONCAN:> 


oe COPPER “ans 
MO-LYB-DEN-UM 


IRON PIPE 
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DIXON'S 

ee 

GRAPHITE 
for beHter 
Lubrication 


RAPHITE has every quality necessary 


for an efficient lubricant. 


It fills in uneven surfaces, giving them a 
smooth bearing surface, and prevents metal 
to metal contact. It prevents internal fric- 
tion. 


DIXON’S Flake Graphite is a natural form 
of pure carbon, containing nothing that will 
thicken, gum, corrode, or scratch. 


It is unaffected by heat or cold. 


DIXON’S Graphite Lubricants for industrial 
use contain only the purest forms of natural 
GRAPHITE. Each has been developed for 
a specific service—for better lubrication— 
for longer service in operation. 


DIXON INDUSTRIAL PRODUCTS 


Flake Graphite 
Graphite Cup Grease 


Waterproof Graphite 
Grease 


Graphite Spring Oil 
Solid Belt Dressing 


Paste Belt Dressing 
Graphite Seal 

Pipe Joint Compound 
Boiler Graphite 
Silica-Graphite Paint 
Bright Aluminum Paint 


Joseph Dixon Crucible Company 


Jersey City ‘Se New Jersey 
105 YEARS OF \& DIXON SERVICE 


as 











B. J. Voorhees, salesman for The Patterson 

Tool & Supply Company of Dayton, Ohio, 

has been having good success selling short 

center drives in his territory. He is shown 

explaining to a customer the principle of 

the short center drive while a small model 
is actually in operation. 





: LowsaeSbiatds Purchase 


J. and H. Phillips 
The Lowman-Shields Rubber 


| Company, 107 Water Street, Pitts- 


burgh, Pennsylvania, mechanical rub- 
ber goods specialists, have purchased 
the stock of merchandise and good 
will of the J. and H. Phillips, Pitts- 


| burgh. J. and H. Phillips, who also 


specialized in the handling of rubber 
goods, had been in business for 100 
years. All connected with the Phil- 
lips organization are retiring. 

This is another milestone in the 
progress of the Lowman-Shields 
Company which was founded four 


| years ago. They are distributors for 


the Mechanical Rubber Company, 
the New York Belting and Packing 
Company and the Dayton Rubber 
Company. 





Mr. W. W. Wagner, manager of the Mill 

Supply Department of Morley Brothers 

Hardware Company, Saginaw, Michigan, is 

photographed in a characteristic pose. The 

busy telephone, the open catalog and the 

mountainous stock of papers are charac- 
teristic symbols of his job. 


a. 
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The Distributor is the 


KEY MAN 


in Belmont’s Modern 
Sales Plan 


|. ‘owtanten him is constructed a program of 

advertising, sales help and territorial pro- 
tection that puts him right up on the firing 
line, in the strongest possible position for mak- 


Belmont Style No. 110 ing inspiring profits with his packing business. 
Air Compressor Packing 











We solicit the opportunity to give you the de- 


There is a lot more significance to the state- 


ment, “There is a BELMONT Packing for tails of this remarkable distributor plan — to 
Every Service,” than the mere words indicate. ; . 
It means that you can fill every one of your cus- tell you about how we will analyze your pack~ 
tomers’ packing needs most efficiently and most ing markets for you how our engineering de- 
economically from the BELMONT line—at a ? j i 

real profit to your own organization on each partment and factory trained field men will 


transaction. Accompanying are two of the fast- 


est moving classes in the great BELMONT line. render you energetic sales assistance, how our 


92-page catalog and other literature are ready 
to go to work for you. 


A competent staff of BELMONT people 
awaits the opportunity to help you put 
BELMONT Packings across in a big way in 
your territory. 





Write today for full particulars. You will be 























Belmont Style No. 30 H.-P. Spiral interested. 
THE BELMONT PACKING & RUBBER CO. 
BUTLER AND SEPVIVA STREETS PHILADELPHIA, PENNSYLVANIA 











“There is a Belmont Packing 


for Every Service” 
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New “No. 500” Style 
Rubber Tired Truck Wheels 


and end your truck worries! 

















No. 508 RA-8-inch Size with Hyatt Roller Bearings 


Here is something that the dealer can sell and sell at a profit— 
our new “No. 500” Style Rubber Tired Truck Wheel. 

There are untold numbers of hand trucks in use and the tend- 
ency, more and more, is to equip these trucks with protective tired 
wheels. 

The Fairbanks new “No. 500° Wheel fills the bill—it is strong 
and durable, operates easily and noiselessly, and is a real protection 
to floors. 


The tire is made of special high grade rubber, of great tensile 
strength and resiliency, and is vulcanized to the wheel proper in a 
manner that insures firm adhesion and long wear. 

Hyatt roller bearings of special design are used. The wheels are 
well balanced and are equipped with Zerk fitttings for proper 
lubrication. 


Made in sizes 3” to 16” as standard, and otherwise to order. 
Write for catalog and prices. 


Fairbanks Hand Trucks and “No. 500” 
Style Wheels are an ideal 
Truck Equipment 


——+_—— 


The FAIRBANKS Company 


New York Pittsburgh 


Boston 


Distribution Everywhere 





| attention. 





New Method of Stock Display 
Wallace Campbell, vice-president 
and sales manager of the Campbell 
Hardware Company, Seattle, Wash- 
ington, explains a new wrinkle they 
have devised to display small tools 
and keep the stock right at hand so 
as to serve the customer with the 
least delay. 

Ordinarily, tools are displayed on 
wall boards, often up out of reach 
where customer and clerk must crane 
their necks and the selection of the 





Once made, 


tool is hard to make. 
the clerk must go to a long file of 
stock drawers and hunt around for 
the right number while the customer 


has to wait. Also, if the tools are 
not firmly fastened to the display 
board, light fingered gentry can easily 
slip them off without attracting at- 
tention. 

This new method is an elaboration 
of the old show case idea. The top 
of the case is a series of hinged cov- 
ers. On top of these covers the tools 
are displayed as shown, being fastened 
down with straps which are screwed 
to the cover. They are right where 
they can be easily examined and the 
desired one pointed out to the clerk. 
When the selection is made, the clerk 
lifts up the cover, and immediately 
underneath are the stock tools corre- 
sponding to the samples on_ top. 
Compartments divided by vertical 
galvanized iron strips are arranged 
in exactly the same plan as the dis- 
play arrangement on top. Each dis- 
play tool is tagged with the number, 
size and price. The compartments 
below are tagged with the same num- 
bers. No mistake can be made and 
the stock tool can be handed to the 
customer in two seconds after he has 
made his selection. 

The samples themselves cannot be 
“lifted,” and anyone lifting up the 


| cover and attempting to make his 
own selection at one hundred per cent 


discount would immediately attract 
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**The most expert thing about an : 
expert is the way he uses 


* e e 
horse sense’ in liberal doses.’? 





THE GREAT PUMP MYSTERY 


SYNOPSIS: A supply company head discovers that numerous pumps 
are goirg into his market without his company having a chance at 
the business. He decides to investigate. A pump manufacturer’s 
salesman agrees to spend several days with a salesman of the supply 
company. As Episode No. 5 opens, these two are in conversation. 


EPISODE NO. 5 


ND you call me an expert,” said the pump salesman. “What you 
did in that place would have me stopped. That sale called for 
unusual knowledge and a lot of figuring.” 


“Plenty of figuring, but no unusual knowledge,” replied the 





supply salesman. “They were using a 14” belt with 25-foot centers. 
It stretched across the aisle. It was awkward and wasted space. The V-belt drive 
with 60-inch centers I sold will be much more efficient.” 

“Yesterday, you sold a machine shop some swivel base vises by showing how 
filing time would be saved,” the pump salesman continued. “Another company 
wanted safety ladders and instead you sold them a lightweight hoist for overhead 
work. What I want to know is... where did you get all this information?” 

“Where did I get it?” was the reply, “It’s just plain application of common 
sense ... plus study of the catalogues and data sheets of manufacturers. It’s all 
there, if anybody wants to dig it out.” 

“That’s just the point,” said the pump salesman. “You can do an equally good 
job on pumps by using the data we put at your disposal. You can learn to select 
the right pump for any job in your territory.” 

“Don’t I know it!” said the supply salesman. “I’m all ‘pepped-up’ on this pump 
idea. You won't find pump business getting away from me as it has in the past.” 
(See Episode No. 6 next month. But meanwhile why not learn how 
to develop the real market for pumps in your territory. We gladly 


teach supply salesmen how to be efficient pump men. We can afford 
to because we can supply all* the pumps a supply house needs.) 


*The only complete line of industrial pumps for every type of service is made by 


GOULDS PUMPS Inc., Seneca Falls, New York. 
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HERE you find rubber dust, you find frequent 
belt replacements. You need WEDGBELT Pulleys. 


WEDGBELT Sheaves of Pressed Steel were designed 
to save belts. Die-pressed with beautiful accuracy 
from bright rolled steel, they present a velvet- 
smooth groove surface for perfect belt contact —a 
surface that is unscored or roughened by tool marks. 


The construction of WEDGBELT Pulleys assures cor- 
rect angularrelation to the belt and uniform belt stress. 
It likewise provides rapid dissipation of frictional 
heat, saving the belts from premature deterioration. 


A WEDGBELT Pulley — used at least for the driving 


tenance cost of any V-Belt Drive toa marked degree. 


WEDGBELT Pulleys are available through your mill 
supply dealer, either separately or as a part of 


will pay you to specify WEDGBELT Pulleys for V-Drive 
satisfaction. A new simplified V-Drive Handbook 
will be sent on request. Write 


THE AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE PHILADELPHIA, PA. 


AMERICAN 


WEDGBELT 
DRIVES 





LOOK UNDER YOUR 
V-BELT DRIVES 
FOR SAVINGS 





A. C. Patterson established the Wisconsin 
River Supply Company in Wausau, Wis- 
consin, in 1917 and has been busily en- 
gaged in serving the industrial trade in 








sheave, where the maximum belt flex and friction 
occur—will improve the service and reduce the main- | 


complete American WEDGBELT Drives. Whether you | 
buy complete drives or assemble them yourself, it | 


north and central Wisconsin ever since. 


Foss Adds Keystone Line 


M. L. Foss, Incorporated, Denver, 


| Colorado, has taken on the line of the 


Keystone Lubricating Company. Mr. 
J. R. Foss reports that business in 
the Denver district is quiet but that 
there are a few indications that the 
clouds are not quite so heavy. The 
business of this company for May 
showed a slight increase over April. 
a 
Wilmington Business Better 
Mr. H. J. Bailey, president, the 
Desco Corporation, reports a four 
percent increase in the business of 
his company for May over April and 
states that there seems to be a strongr 
undercurrent of optimistic feeling 
than has been felt for many months. 





ELOR RIDA 


NTER PI ii ¢ 


Ernest McCarthy, sales manager, Harry P. 
Leu, Incorporated, Orlando, Florida, leads 
our photographer to the railroad yards in 
order to get in a few good words for his 
native state. Mr. McCarthy’s healthy ap- 
pearance speaks well for the Florida climate. 
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Our New Policy 
to sell and distribute 


the complete line of 


























N. Y. B. & P. Mechanical Rubber Goods 


exclusively through Distributors 





























Since 1846 . . . . throughout four generations this com- 
pany has been keeping pace with the progress of industry 
in the development of a complete line of high quality 
mechanical goods. 


During this period outstanding distributors of the industrial 
world have given their unqualified support to New York 
Belting & Packing Co. Among them are industrial distri- 
bution organizations who have been handling the N. Y. B. 
& P. line for more than fifty years. 


We are equally as proud of these distributors’ support as 
we are of an enviable record of long leadership in the 
manufacture of mechancial rubber goods. This is unques- 
tionably reflected in our new policy, namely, to sell and 
distribute the complete line of N. Y. B. & P. mechanical 
rubber goods exclusively through distributors. 





As new distributing connections are formed in territories 
where we are not now represented concentrated effort 
will be made to convert into those channels the plus vol- 
ume of business represented by the established consumer 


demand for N. Y. B. & P. products. 


New YorK BELTING & PACKING (. 


PELE 
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H. J. Menges 


H. J. Menges, general manager of 


_ the Joseph Woodwell Co., Pittsburgh, 


has been employed by that company 
58 years. Mr. Menges recalls the 
early days when high water on the 
river meant working day and night to 
get shiyments ready for the river 
towns that could only be served by 
boat delivery. There were about 
four such seasons each year. 

His start with the firm came at the 
age of 12 years when he worked dur- 
ing a summer vacation. School bells 





H. J. Menges 


rang in the fall but Mr. Men 
adamant. What were repor: -ards 
issued quarterly compared with three 
big round silver dollars paid him each 
week ! 

Probably it was quite discouraging 
to the Menges family to see their son 
willing to forego the advantages of 
“book learning” to remain four years 


| as an errand boy. But after that he 
| was promoted to stock clerk, then 


order clerk and finally to general 


| manager of one of the largest hard- 
| ware and mill supply houses in that 


section of the country. 
a 


Louis Levy Has Reconstruction 
Plan 


Mr. Louis Levy, president, The 


| Central Supply Company, Passaic, 


New Jersey, in an interview with the 
Herald-News, newspaper of that 
city, on June 8th, released some in- 
teresting correspondence he has had 
with Charles A. Miller, Manager of 
the Reconstruction Finance Corpo- 
ration and with Congressman George 


| N. Seger, relative to a plan he sug- 
b 


gests for aiding stagnated business. 

Mr. Levy, in his proposal, sug- 
gested an amendment to Section 5 of 
the Recontruction Finance Act to in- 
clude “wholesale trade” among the 


RE 
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WILLIAMS’ 
SUPERSOCKET 


are time and 
labor savers 



















Williams’ “Supersocket” Wrenches are introduc- 
ing new economies in every branch of industry— 
operation, production and maintenance. 


These versatile wrenches provide many short-cuts. 
An almost endless combination of handles, parts 
and accessories furnishes the worker with a special 
tool for any special job. The net result in many 
instances has been a tremendous saving in time 
and labor. 


All of your industrial customers are prospects for Williams’ ‘‘Supersocket”’ 


Wrenches. Literature and prices on request. 


J. H. WILLIAMS & CO., “The Wrench People” 75 Spring St., NEW YORK, N. Y. 


Williams’ “Supersocket” Set No.30. 
This set contains 10 handles and 
accessories of various types and 
a wide assortment of sockets. 
Fourteen Twin - Hex or Hex 
Sockets, as desired, with open- 
ings % to 1”. Eight square 
sockets accomodating all set 
screws *% to % of an inch. An 
efficient, comprehensive assort- 
ment for general all - around 
work. Complete in a strong steel 


“SU PERSOCKET™ 
a presets oti YOUR DISTRIBUTOR WRENCHES 


WESTERN WAREHOUSE, SALES OFFICE, CHICAGO. -- WORKS, BUFFALO, N. Y. 
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HELP YOUR CUSTOMERS 
CUT THEIR 
OPERATING COSTS 

















Industrial plants today, faced with the necessity 
@ for cutting costs in line with present selling prices, 
welcome sound advice and practical suggestions 

from mill supply salesmen qualified to help. 


If you know your products, know their application, 
know what they can accomplish in terms of performance, 
you will find plenty of opportunities to get orders now. 

For example, an actual need for better pulleys and 
better belt drives exists today in practically every type 
and size of industrial plant. 


Replacements and improvements are being neglected. 
In many plants, work is being ‘doubled up" on fewer 
machines. Because of widely separated machine loca- 
tions, the work does not flow smoothly and requires extra 
handling. Because of inadequate pulley and belt equip- 
ment, maximum capacities of machines are not possible 
and the machines cannot give their most economical 
production. 


Get out into these plants and find the conditions that 
are wasting your customers’ good money. Point out how 
easily machines can be improved in performance and 
increased in capacity by using ROCKWOOD Pulleys to 
replace pulleys of metal or wood. Show where ROCK- 
WOOD Short-Center Drives will permit quick and 
inexpensive changes to individual drives so the machines 
in service can be concentrated in a more compact and 
practical layout. 


This type of service to your customers is certain to 
result in more sales to you now as well as in the years to 
come. 





a” 


THE ROCKWOOD SALES POLICY 


provides a place and a profit for every mill supply dealer. Resale 
prices are strictly adhered to and a substantial discount is allowed 
for the service you render. If you do not now sell the money- 


making ROCKWOOD line, write for full information. 


oo 





THE ROCKWOOD MANUFACTURING CO., Indianapolis, Ind. 


Division of General Fibre Products, Inc. 


PUL Levys tHat PULL 





D 








divisions of agriculture, commerce 
and industry to be aided by the cor- 
poration. 

Following is Section 5 with Mr. 
Levy’s suggestions incorporated: 

Section V. To aid in financing ag- 
riculture, commerce, industry and 
wholesale trade, including the facili- 
tating the exportation of agricultural 
and other products, the encourage- 
ment of building developments of 
every character and other industry, 
and all supplies necessary thereto, the 
aiding of municipalities in the con- 
struction of public improvements, the 
stimulation and encouragement of 
any municipal sanitation projects, to 
provide financial aid to power, light 
and heat corporations, already incor- 
porated under the laws of any state 
or of the United States, to lend 
financial assistance to wholesalers and 
industrial organizations such as deal- 
ers in supplies, manufacturers, mills, 
etc., and thus to provide a means for 
financial aid for the relief of unem- 
ployment; and to these ends. . i 








A well-built loading platform at Appleby 
Brothers and Whitaker, Harrisburg, Penn- 
sylvania, allows the loading and unloading 
of several trucks at one time. Heavy cast- 

ings and pipe are stored beneath the plat- 
form. 


Foreign Steel 


Concentrated effort of the Ameri- 


| can steel industry in its fight, begun 
| recently, to stop “dumping” of for- 
| eign steel products in this country, 


is beginning to bear fruit. 

The state of New Jersey has issued 
an unequivocal order prohibiting the 
use of foreign made steels on sta‘e 
construction; New York state and 
New York city have set up require- 
ments that operate indirectly against 
the use of foreign steel and the 
United States Treasury Department 
has order customs collectors to deny 
entrance to foreign steels which do 
not have the name of the country of 
origin plainly and indelibly marked 


| on each and every piece. 


Be oan ath 


“KUN 
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Why Shouldn't the 
User Get What 
He Wants? 


Why Shouldn't You 
Get His Business ? 


You want all the business you can get . . . so do your 
customers. Consumers want all the value their money 
can buy . . . you get what you want only when they get 
what they want. 








Thermoid Garden Hose meets your requirements . . . your 
customers requirements . . . and their customers require- 
ments! Robust resistance and long life have been built 
into it... that's why it's economical to use and profitable 
to sell! 


THERMOID RUBBER COMPANY 
Factories and Main Offices - TRENTON, NEW JERSEY 








Makes it unnecessary for jobber and dealer to cut, 
couple and assemble. Complete in every detail: 
1—20-foot length 5%-inch red, green or black 
Corrugated Garden Hose aN 
2—15-foot lengths °4-inch Conugated Garden 
Hose, each length coupled. Total, 50 feet nanan rw PARDI 


of hose. <(icatnmee 
3—Spray Heads; 1 Cap; 8 Washers. 


Packed in unit cartons, 10 sets per carton, -_ dis- 
play card in colors enclosed with each unit. 




















BELTING and PACKINGS 


Buy iT From ~— DIP TRIBUTON » » 
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New and Improved Industrial Products 





HE Standard Electrical 

Tool Company, Cincin- 
nati, Ohio, announces a new 
motor driven exhaust unit 
which may be mounted on 
their heavy duty grinders and 
buffers. The illustration cov- 
ers their Combination Grind- 
ing and Buffing Machine. 
Both the grinder and buffer 
sides of machine are fitted 
with enclosed hinged door 
guards, each having exhaust 
outlet. On the back of the 
pedestal is mounted a 4% H.P. 
3600 r.p.m. motor driven ex- 
haust unit fitted with a dust 
collecting bag. 





HE Reading-Pratt & Cady 

Company, Incorporated, 
sridgeport, Connecticut, now 
offers 4” and 1” globe valves 
which are precision turned 
from high grade carbon steel 
—an addition to their regular 
line of bar stock valves. 
These valves are recommend- 
ed for all services where high 
strength, and close control 
are desirable features. They 
have stainless steel, slip-on 
renewable discs and stainless 
steel screw-in seats. The 
stems are especially designed 
and treated for temperature 
service —a treatment which 
not only insures long work- 





ing life, but also resists cor- HE Metallizing Company 
rosion. All other parts are of America, Limited, Los 
Parkerized inside and _ out, Angeles, California, are manu- 
giving the valves an extremely facturers of equipment designed 
pleasing appearance. to spray metal coating on any 


_ _| material. Metal, in wire form, 
is fed into the gun and is 
pulled through at the correct 
speed by cog wheels. The oxy- 
acetylene flame in the nozzle 
of the gun melts the wire and 
the tremendous air pressure 
breaks the molten metal into 
atoms and sprays the hot parti- 
cles through the air at 30,000 
feet per minute. Heat on im- 
pact is negligible, so that paper 
or fabrics may be coated with- 
out injury. 














ONNEY Forge and Tool 

Works of Allentown, 
Pennsylvania, is producing 
a very complete small series 
socket set. It is especially 
suitable for Automotive and 
Aviation work. The TD2 
Set, as it is known, con- 
tains eight Double-Hexagon 
Sockets with openings of 
55”, 46”, a”, 1”, Be”, 4”, 14”, and 4”. It also includes an Offset 
Handle, Universal Joint, Extension, 12 inch “T” Handle, Speeder, 
Drag Link Socket and two Crow foot Box Attachments. Packed in 
substantial metal carrying case. 








S the result of repeated demands 

since their small electric screw driver 
with the adjustable tension clutch was 
placed on the market, the Stanley Elec- 
tric Tool Company, New Britain, is now 
offering two larger sizes with this type 
of clutch. Type No. 31 drives screws as 
large as No. 12-2” in hardwood with 
proper sizé lead holes. It may also be 
used with socket wrenches to run on 
nuts. Overall it measures 1434 inches, 
weighs 8 pounds and has a full load speed 
of 235 r.p.m. Type No. 32 will drive 
screws up to No. 16-34%” in hardwood 
and lag screws up to #;%x4” with proper 
size lead holes. With socket wrenches 
it will run on nuts up to 3%”. It is 1534 
inches long and weighs 9 pounds. 





OK-CROWNERS, a _ device which 

combines an ingenious lock washer 
and an attractive metal cap which com- 
pletely conceals and seals the bolt or 
screw head, are manufactured by the 
Rawlplug Company, Incorporated, of 
New York City. The lock washer, made 
of spring steel, is made to fit all sizes 
of bolts and screws, and is featured by 
an ingeniously devised four point locking 
arrangement. The rustproof caps are 
either drawn metal or molded _ bakelite. 
Caps are furnished either plain or em- 
bossed with standard or special designs 
and cover the lock washer completely, 


preventing rust or stain. 
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SCREWS 





°A/Chrome- 
Mo-lyls-clen-um 
/50% STRONGER 


/ 25% HARDER 
than fom er ALLEN SCREWS 

















PRODUCT-improvement reacts to the benefit of the mill s plies bber handling 


“Allens”. Dev we opment of the umer market by Allen entatives 
reacts to his benefit also. The new per “~ ction of the Alllen screw is matc aa by 
the new job of market dev a ithe dine n men, worki ns with Jeter ...+ These 
two points of progress in hollow screw selling ring true after 22 years proving them out. 


stheneenisaeunieiamaa iiadiliiensa ciatigdiainieas rew. Inthe minds 
of most mill s na ee s the Distributor policy is the ALLEN policy. 


THE ALEEN MEG. COMPANY 


HARTFORD, Conn. U.9$.A. 
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| New and Improved Industrial Products 


























HE M. L. Oberdorfer Brass 

Company, 8014 Thompson Road, 
Syracuse, New York, manufacturers 
of rotary and centrifugal pumps, an- 
nounce their new “Sterling” model 
automatic electric sump pump. The 
manufacturer states that this product 
has been brought out only after 
months of the most severe tests both 
in the field and laboratory and that 
every detail has been worked out 
with infinite care to produce a sump 
pump of outstanding perfection in 
both construction and performance. 
The motor is 4 H.P. heavy duty, 
ball bearing, vertical type, designed 
especially for sump pump application. 
The pump is driven through a stain- 
less steel shaft which is amply sup- 
ported by oilless bearings. A _ ball 
bearing thrust is provided. The 
pump is all bronze construction hav- 
ing a semi-enclosed impeller designed 
to handle ordinary solids. The ca- 
pacity is from 3,000 gallons per hour 
at low heads to 1,000 gallons at the 
maximum head of 20 feet. 


HE Marsh Type “R” 
Assembly is 


Bonnet 


a replacement 


unit 


de- 


signed for just one pur- 


pose — to 


economies 


ing the next heating sea- 
Savings are 
one-third to one-half the 
cost of any high grade 
Installation of the 
Marsh Bonnet Assembly 


son. 


valve. 


bring 


effected 


modern 
efficiency to any standard 
make or size of packed 
or packless inlet valves. 
The entire 
change including installa- 
tion is so low that it will 
be more than repaid by 


cost of 


from 


the 


dur- 





is simple — merely insert 
the unit in the old valve 


body and 
in place. 


screw 








tightly 




















T HE important feature of the 
new Amthor type No. 350 di- 
rect reading Hand Tachometer 
for testing r.p.m. machine speeds, 
is Automatic Fixed Reading, 
whereby the speed readings are 
automatically fixed on the dial 
after each time the instrument is 
used. On an ordinary tachometer, 
the pointer drops back to zero 
once it is taken away from the 
machine, thus forcing the user to 
trust to memory to remember 
speed readings, but the pointer on 
this tachometer stays fixed on 
the dial to permit exact reading 
without haste, and by anyone. 











Se hina. 


9 inch, screw cutting bench lathe is announced by 

the Atlas Press Company, Kalamazoo, Michigan. 
The lathe has 6 speeds, ranging from 47 r.p.m. to 600 
r.p.m. and is V-belt driven. Speeds are rapidly 
changed with the power off, hazard to the operator 
being thus eliminated. Right or left hand screw 
threads from 4 to 32 per inch may be cut. A thread- 
ing chart furnished with each lathe facilitates the 
changing of gears. The lathe is designed to occupy 
the smallest possible space, the countershaft being 
mounted above the headstock and the 44 horsepower 
motor mounted on brackets in rear of the counter- 
shaft. 


HE Kennedy Valve Manu- 

facturing Company, Elmira, 
New York, has placed on the 
market a new line of Rising 
Stem Bronze Gate Valves for 
125-Ilb. steam pressure and 175- 
lb. water pressure. The solid 
wedge disc mechanism of these 
valves is the same as used for 
many years in the well-known 
standard Kennedy Stationary 
Stem Bronze Gate Valve. This 
mechanism is simple, has no 
small quick-wearing parts which 
might cause trouble in service, 
and has proven to operate with 
ease and certainty in any posi- 
tion. A _ flexible connection is 
provided between the disc and 
the stem so that the stem will 
not bind or spring when the 
valve is closed. 











NEW tire for use on truck casters and wheels 
is manufactured by the Nutting Truck Company 
of Faribault, Minnesota. The manufacturer claims 
that this new rubber tire stops wear and tear on 
floors, reduces noise, reduces power consumption, 
lowers depreciation, eliminates breakage claims, pro- 
motes safety, stops delays and tie-ups, reduces han- 
dling costs and increases handling speed. It is avail- 
able in many sizes to fit practically all existing two 
and four wheel trucks, trailers, casters and lift trucks. 


a 
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Industrial Buyers NEVER were more critical 
nor exacting in their demands than at the 
present time. This gives you, Mr. Distributor, 
the opportunity to justify your customer's con- 
fidence by convincing him that you stock and 
recommend the right product for each job. 


How many times has an order been lost 
without you understanding the definite reason 
WHY? When it comes to belting, we can tell 
you because no distributor's belting line is 


complete without VICTOR BALATA BELTING. 


* * * 


VICTOR BALATA BELTING DOES NOT 
CONFLICT WITH ANY LINE OF BELTING 
YOU MAY CARRY NOW! 

VICTOR BALATA Belting is adaptable to 
practically all conveying and elevating pur- 
poses and the transmission of power. 

It is dependable in quality, resistant to 
weather, water, wear and deterioration. It is 
sanitary, efficient and dependable where other 
types of belting will not operate and com- 
pletes or rounds out your belting stocks to 
meet every belting problem. 

VICTOR BALATA Belting is made to meet 
specific needs, therefore, creates new business. 

The VICTOR BALATA PLAN tells you and 
your salesmen not only where new business is 
—BUT—also how and when to sell it effec- 
— and profitably. See The Line and The 

an. 


* * * ONE source of supply for 
Balata, Canvas Stitched and White 
Solid Woven Cotton Belting, with 
an Engineering Department ready. 
to serve you on all Conveyor and 
Transmission Belting problems. 


axBELTING 


BUSINESS 
FOR YOU!!! 





THE VICTOR BALATA SALES PLAN 





OPENS UP NEW AVENUES TO 





PROFITS WITHOUT CONFLICTING IN 





ANY WAY WITH BELTING LINES 





YOU MAY NOW BE CARRYING 





THE PLAN— 


A sales policy that recognizes the industrial distributor as the logical 
sales outlet for Victor Balata Belting and provides full cooperation 


with the distributor and his salesmen by: 


|. Offering product and market application charts which 
point out definite sales opportunities with Victor Balata 
belting. 


2. Presenting market determination data monthly in MILL 
SUPPLIES Magazine for use of your salesmen. 


3. Supplying complete sales manuals for your salesmen. 


4. Affording thorough protection and allowing distributors 
a really adequate and attractive margin of profit. 


THE LINE— 


Victor Balata Belting —the best 
all-around belt for driving, con- 
veying and elevating. Water-proof 
— weatherproof — sanitary — dur- 
able. Recommended for sand, 
gravel, brick, clay, stone and coal 
industries, as well as for all indus- 
trial purposes. shone. 


and elevating. 


“Bilt-Rite” Conveyor Belting——the 
latest development in a belt to re- 
sist abrasion such as crushed rock, 
sand and gravel, etc. tale 


Canvas Stitched Belting—for driv- 


ing and conveying. Recommended “Victor” Endless Thresher and 
Tractor Belts constructed with 


for agricultural uses, package con- 


veyors, sand handling, ete. the improved bias lap. 


VICTOR BALATA & TEXTILE BELTING CO., 38 Murray Street, NEW YORK 





‘Easton” White Solid Woven Cot- 
ton Belting——for light conveying 


“Penntex” Solid Interwoven Belt- 
_ ing—for transmission and convey- 
ing under heat and acid condi- 


Package Conveyor Belts — solid 
woven and inner-stitched canvas 
for conveying all types of mate- 
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_ New and Improved Industrial Products 
| 
| 
WO new split- 
phase motors suit- 
able for oil burner use 
have been announced 
by the Wagner Elec- 
tric Corporation, 6432 
Plymouth Avenue, St. r 
Louis, Missouri. The : 
44RB motor ranges in 
capacity from 1/30 to 
1/20 H.P., and the | 
S6RB is built in three HE RAINSPRAY,—a new sprinkler : 
sizes, ¥%, % and % built right into the wall of Garden 4 
H.P. These units have Hose like a tire valve. Four of the spray 4 
been redesigned to heads are inserted in a 50-foot length of ‘ 
eliminate noise and vi- hose, and three of them in a 25-foot q 
bration, and both are length. A separate metal support slips i 
| equipped with drip- over the spray head, to hold it upright ®. 
| proof end plates, liberal wool-yarn lubrication and conduit box while sprinkling. The use of this device é 
which is adjustable in four positions. The switching mechanism does not increase the amount of water ‘ 
on the 44RB model has been redesigned. These motors are avail- used, but puts the water just where it is 
| able in 1725 and 1140 r.p.m. for all cycles. wanted. Easily portable, and much less 
expensive than an underground spraying | 
system. This is a Diamond Rubber | ’ 
— ae ee ae ee S. ——_____—__——_. Company product. 
} | o 
C. ATKINS and Com- a aii naan —— 
e pany, Indianapolis, In- = 
diana, have recently brought | \ 
out a new circular saw with 
Tungsten Carbide teeth. It | 
| is designed to cut all types | | ' 
of asbestos compositions, | i 
hardwoods, such as Que- ‘ \ 
| bracho, ebony, insulating | 
| materials, hard rubber, bake- 
| lite, linoleum, and_ other } 
fibres which contain glues | 
or other gritty substances | - 
that would dull the teeth of i 
an ordinary saw. This saw | | 
is made in several different | j j 
styles of teeth adapted to 
specific materials. It takes ' 
a feed of 50 feet per minute i 
and the speed ranges from ' 
5,400 to 10,000 r.p.m., de- 
| pending on the materials ; 
| and the machine. 
| 
= ; 
USERS of com- | 
pressed air will | 
learn with interest 
of a new snap-on ‘ 
hose coupling just | 
| ee ee ee HE Thompson-Gibb Electric Welding | 
eveland Rock “ =< Rae , 
Drill Company, 3734 Company of Bay City, Michigan, an- 
Lamar Crean East 78th Street nounce a new press welder to sell for Iess_ | 
OS Cleveland, Ohio. than $1,000. It is a medium duty spot and | 
sorrow or onooce Known as the Type projection welder with smooth, straight 
“Q”, this coupling | spindle press type action. Claim is made 
is machined out of alloy bar steel, and is heat-treated for strength | that it welds with practically no discolora- 
and long wear. It is cadmium plated to prevent rust. A simple | tion or depressions, that the action is un- : 
push-and-twist motion instantly connects or disconnects the ends | usually smooth and that its speed is ’ 
of this coupling, and any end will couple any other end. This greater than ordinary in this type of 
Type “Q” coupling cannot be accidentally disconnected, nor can machine. All bearings are either hardened | 
the gasket be blown out when blowing the hose. The air passage | and ground Hyatt, Timken taper roller 
is straight and clear—there is no obstruction to the flow of air. or ball thrust. All shafts are hardened 
It is made in %” and 34” sizes. and ground. 
| | 
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etting Ready for 1933! 


Work of Building 26th Edition 


Signed Up! 


Forty-one manufacturers have 
already given us orders for space for 
the Twenty-sixth (1933) Edition of 
the Miri Svuppiies Catraroc & 
Directory. This heavy early res- 
ervation indicates that the Manufac- 
turers’ Catalog Section of the next 
edition will be far and away the most 
complete and valuable in the history 
of the publication. Following are 
the manufacturers who have “signed 
up” to date: 


Advance Car Mover Co. 
Allis-Chalmers Mfg. Co. 

American Injector Co. 

American Saw & Mfg. Co. 
American Swiss File & Tool Co. 
Appleton Car Mover Co. 
Armstrong-Blum Mfg. Co. 
Armstrong Bros. Tool Co. 

The Borden Company 

Buffalo Meter Co. 

The Cleveland File Co. 

Clizbe Bros. Mfg. Co. 

The Columbian Vise & Mfg. Co. 
Curtis Pneumatic Machinery Co. 
Desmond-Stephan Mfg. Co. 
Excelsior Leather Washer Mfg. Co. 
Ford Chain Block Co. 

Hettrick Mfg. Co. 

Cc. B. Hunt & Son 

Ideal Commutator Dresser Co. 
Imperial Brass Mfg. Co. 
Independent Pneumatic Tool Co. 
Indianapolis Brush & Broom Mfg. Co. 
The Joyce-Cridland Co. 

Lowell Wrench Co. 

Milwaukee Brush Manufacturing Co. 
The Osborn Mfg. Co. 

The Charles Parker Co. 

The Ridge Tool Co. 

Safety Belt Lacer Co. 

Safety Wrench and Appliance Co. 
The Standard Electrical Tool Co. 
Toledo Pressed Steel Co. 

The Toledo Wheelbarrow Co. 
Henry Vogt Machine Co. 

P. Wall Manufacturing Supply Co. 
Westcott Chuck Co. 

Worcester Brush & Scraper Co. 
Wright-Austin Co. 

Wright Manufacturing Co. 

Yost Manufacturing Co. 


MILL SUPPLIES CATALOG 


& DIRECTORY 


now in full swing 


Next Book to Incorporate Numerous 
Improvements 


‘The tremendous task of building the 26th (1933) Edition of 
the Mitt Suprniiers Caratoc & Direcrory is well under 
wavy. 


Inspired by the conviction that this edition, which will be 
issued next December, will come in for far greater usage 
than any buyer’s guide for industrial distributors ever issued, 
the editorial department is sparing no efforts to make it the 
most complete and convenient on record. 


The directory section will be as up-to-date and accurate as 
it is humanly possible to make it, and will contain many addi- 
tional names and corrections on present listings. It will 
have valuable new features in its physical make-up. 


The advance sale of space indicates that the Manufacturers’ 
Catalog Section—a vitally important feature of the book to 
distributors—will contain buying information on many more 
manufacturers’ lines than past editions. More and more 
manufacturers are coming to realize how valuable this sec- 
tion is to users of the book and how much it is to their inter- 
est to be represented therein with real catalog exhibits. 


Distributors: Send in Your Suggestions 


Distributors are proving very helpful in making the MIL. 
Suppiies Catatoc & Directory the finest possible type of 
buyers’ guide for their particular usage. If you find any 
errors in the present edition, tell us about them. If you see 
ways in which the book can be improved, kindly advise us. 
We welcome your suggestions. 


MILL SUPPLIES CATALOG & DIRECTORY 


“The Industrial Distributor’s Buying Reference” 


520 N. Michigan Ave. 





Chicago, IIl. 
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if : | 
These Are Days for Serious || ¢ - 
Planning 


Consider 


aetna and Cutting 
Equi pent and 





‘ 
upp lies i 
for the new sales set-up you need 
under changing conditions Yakima, Washington, is where most of the 
apples come from. Here are a couple of 
We Sell The amazing progress of the welding industry has pippins from the Yakima Hardware Com- b 
hee opened countless opportunities for profitable sales pany. H. L. Kendall (left) is manager of 
Through in your territory with the TORCHWELD line. 


Distribut the automotive department and H. J. 
astrioutors 


Write for the details of our modern, profit-making Vogtlin is an industrial salesman. 
plan for distributors. : a Sie ace a 


TORCHWELD EQUIPMENT COMPANY ||| ‘ices sasea?"* 


Better Business 
224 N. Carpenter Street Chicago | Mr. H. Rubelmann, president, St. 


Louis Machinists Supply Company, 
reports that business for his company L 
is gradually getting a little better. 


| While not overly enthusiastic, this 
THESE PRODUCTS — | report coincides with many others 
| received in the last few weeks. 


Make the Complete 
DESMOND LINE 
a ko Profitable to Sell 


HERE is a dresser and 

cutter in the Desmond Line 
to meet every one of your cus- 
tomers requirements, and the 
addition of the well-known 
Simplex Steel Slide Vise has 
rounded out our service to dis- 
tributors. We can serve all of 
your customers’ needs for these 
tools and make profits possible 
for you on every sale. 

Let us work with you. 


















































For S th and Servic | ° P ° 
pte yy + Steel The efficiency of paint as a protection for 


Slide Vises. metal is demonstrated by G. E. Thesy of 


| the W. M. Pattison Company, Cleveland. 


| The test illustrated is performed by paint- 

The Desmond-Stephan Mfg. Co. iss: rorion of 2 sui of meal and im 

ws . | mersing both painted and unpainted por- 

URBANA, OHIO | tions in acid. The acid dissolves the un- 

painted portion but the painted surface 
resists such action. 
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Your Responsibility 


Recent studies have shown that yearly millions of dollars 
Hi of industrial supply and equipment business is being sold | 
Mi through channels other than the industrial distributor. 

| | A portion of that potential business might well be yours, if 
Hi industrial users nationally could be more thoroughly convinced 
HHI of the advisability of patronizing the distributor. 





Distributors, acting individually, can make some progress 
with users locally toward securing additional potential business, 
| but to make real headway in diverting business to them nation- 
WHI ally calls for a nation-wide, concerted movement. 


| For more than two years such a movement has been on foot. 
) WH Already more than 300 distributors and manufacturers are 

| backing it. Definite progress is being made toward selling 

| industry on the economic importance of the distributor. 


Manufacturers are being shown why selling through the dis- 
tributor is good business. 


Convincing evidence for buying through the distributor is 
| being hammered home to users. 


HHH Distributors are being furnished with concrete suggestions | 
Hi for securing their share of potential business now going direct | 
| | or through other sources. 


This movement, sponsored by The Joint Merchandising 
Committee, is making rapid strides. All that is holding back 
complete success is the lethargy of many distributors and manu- | 
facturers who, while applauding the work, up to now have | 
withheld their active support. 

| 


There are many convincing reasons why distributors and 
manufacturers should throw the weight of their support behind | 
this business-building movement. If you’re not fully informed, | 
write the executive offices of the Committee for complete 
details. | 

| 


| The Joint Merchandising Committee 
| 704 Mahoning Bank Building 

| Youngstown, Ohio 

| 
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Machines that 
Reduce Costs 
SELL BEST 


Now, more than ever before, mills 
and factories welcome suggestions 
for reducing costs. That's why the 
Foley Automatic Saw Filer is a 
steady seller these days. 


Saws cut faster, cleaner, truer and 
stay sharp longer when filed with 
this modern, precision machine, 
the 


FOLEYincSAW FILER 


One Machine Files All Kinds of Saws 





Every tooth is filed exactly uniform in size, height and spacing. No 
teeth too high or too low. Every tooth CUTS. 


The Foley automatically files and joints band saws, hand saws and 
cross-cut circular saws—faster and more accurately than the most 
expert saw filer can do by hand. 


30 Day Free Trial. Any responsible saw user can put the Foley to 
work for a month—prove to himself how much better it will do his saw 
filing and lower production costs. Write for full information and spe- 
cial discounts to industrial distributors. 


FOLEY MANUFACTURING COMPANY 


46 Main St. N.E., Minneapolis, Minn. 














Quality, completeness, 24-hour service 
and an inflexible policy of distributor 
protection—all combine to make the 
Linear Line of Packing extremely sala- 
ble and distinctly profitable for you. 
On your next order, try Linear. Your 


customers will be satisfied. You will be 
delighted. 

Linear piston and sheet packings are 
attractively labeled and boxed—under 
your own brand name, if desired. Ask 
for details. 












































This smiling chap is none other than Harry 

Huck, manager of the mill supply depart- 

ment of Miller Brothers Hardware Com- 
pany, Richmond, Indiana. 


Shovel Simplification Reaffirmed 

The Bureau of Standards an- 
nounced, on June 14, 1932, that the 
Simplified Practice Recommendation 
on Shovels, Spades and Scoops, has 
been reaffirmed by the standing com- 
mittee without change. This industry 
is congratulated for the work it has 
already done towards simplification 
and urged to continue its active sup- 
port. 


* * * 


What the Laib Company Stresses 
in Its Sales Program 
Laying out a sales program for the 
salesmen to follow is one of the most 
important jobs of the sales manager. 
Where a company has no definite 
program to serve as a guide, the 
probabilities are it is not getting the 
most out of its salesmen’s efforts. 


While every company must develop 
its own program to fit its needs, there 
is considerable food for thought in 

| the 1932 sales program of the Laib 
Company, Louisville, and some ideas 
which others may wish to make use 
of, 

Included in the points stressed by 
the Laib Company are: 

1. Put forth intelligent sales ef- 
forts; 2. Make systematic visits; 3. 
Develop the good will of customers ; 
4. Ascertain as nearly as possible the 
condition of each prospect’s business 
and submit a brief report of credit 
fact, complaints and other similar 
data for office guidance; 5. See to it 
that customers are advised and are 

living up to the company’s terms of 
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2% the tenth of the following month | 
and net 30 days; 6. Correct any false 
impressions of customers concerning 
the company ; 7. Never oversell a cus- 
tomer; 8. Smile and talk of pleasant 
things and above all stay away from | 
idle gossip; 9. Don’t condemn your 
competitors or their methods ; 10. Put 
forth honest efforts and you will be | 
rewarded with your share of the 
business to be obtained. 








Roy Cuthbertson, trombonist extraordinary, | 

is the purchasing agent at Crerar-Adams | 

and Company, one of Chicago’s oldest sup- 

ply houses. Roy and his genial boss, Eddie 

Poehler, can smile more salesmen out in 

five minutes than can get in the fine four 
story building in a week. 


Applying the Principles of 
Specialized Selling 
(Continued from page 23) 
opportunity to be of real assistance. 
2. Contact every man in the organi- 
zation who may have a hand in 
specifying purchases. 3. Pick out 
one or a limited number of items 
upon which it will pay you to con- 
centrate and then hammer away on 

them. 

This system of specialization has 
worked out satisfactorily with me. 
Not only has it resulted in business 
on the particular items specialized on, 
but in addition it has led to the sale 
of the many other items which our | 
company distributes. 

* * @ 
Working the Mailing List 
(Continued from page 30) 
to pin it down to something specific | 
by means of the circulars devoted to 
the various groups of machines. | 
Finally when the inquiry is tied down 
to a specific item, we “give the cus- | 
tomer the works,” so to speak, mean- | 
ing complete literature and all the 
personally dictated selling talk that 








are required to cover the subject | 


adequately. 


first 


they will need 


ARMSTRONG 
TOOLHOLDERS 


When things start to pick up, the first thing 
your customers will need will be ARMSTRONG 
TOOL HOLDERS. Any increase in production 
will be preceded by a mobilization of the tool 
rooms—96% of which depend on ARMSTRONG 
TOOL HOLDERS for most of their cutting oper- 
ations; for every operation on lathes, planers, 
slotters and shapers. 


When things do start it’s going to be a mat- 
ter of new models, of new manufacturing meth- 
ods, of more economical operation; and all 
these things mean that proportionately more 
ARMSTRONG TOOL HOLDERS will be sold 
than ever before. Where before it was optional, 
now it is essential to “Save All Forging, 70% 
Grinding and 90% High Speed Steel” on every 
operation. 


A superficial investigation of today’s plants will 
show that the “Buy nothing” order has led to 
the stripping of shut down equipment for the 


maintenance of equipment still running. This means that even a slight increase 
in industrial activity will force the purchase of many ARMSTRONG TOOL 


HOLDERS. 


In this situation there is an opportunity— 


an opportunity for an exceedingly profitable 
ARMSTRONG TOOL HOLDERS, 
to sell the entire Armstrong 
System of Tool Holders, holders of all types, 
It is the part of wisdom to check 
your stock of ARMSTRONG TOOL HOLD- 
to fill up the gaps so that you 
will have a representitive stock, to see that 


+ 


drive on 





ARMSTRONG Carbide Tool Holders 


Among the recent additions to the 


Armstrong System of Tool Holders are’ your supply 
the ARMSTRONG Carbide Tool Holders ample, that 


for Armide Cutters and other Carbide 
Tipped Bits. All sizes, Straight or Off-set 
shanks? 


ARMSTRONG BROS. TOOL CO. 


‘“¢The Tool Holder People’’ 
305 N. FRANCISCO AVENUE, CHICAGO, U.S.A. 
NE NN ER eR A ASABE 





an opportunity 


of all sizes. 


ERS teday, 


your organization is up-to-the- 


minute on additions to the Armstrong 


System of Tool Holders. 






















































TOOLS from your 

Supply House @ 

RS 
~~, 


ARMSTRONG 


Tool Holders 
Lathe Dogs 
Ratchet Drills 
“Cc” Clamps 
High Speed Steel Bits 
Armide (Carbide) Bits 
Drill Posts 
Planer Jacks 
Machine Shop Specialties 


ARMSTING BROS. 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 
Pipe Wrenches and Tongs 





Armstrong dealer helps is 








Manufacturers [ell Us » » 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 





American Association Develops 
“Group by Industry” Plan 

‘Lhe American Supply and Machin- 
ery Manufacturers’ Association, after 
the success of the “Group by Indus- 
try” the Cincinnati 
Convention, has developed a plan to 
continue the activity throughout the 
year. 


conferences at 


At a recent meeting, the chairman 
of the “Group by Industry” Com- 
mittee, W. T. Kilborn, conferred with 
President Seymour, Horace Arm- 
strong, Secretary-Manager Hanson, 
representatives of Mitt Suppvigs 
and several distributors on the sub- 
ject of this program from which 
many helpful suggestions were re- 
corded. 

The number of groups have been 
increased to take in a wider field. 
The suggested groups include: 1. 
Abrasives and grinding wheels; 2. 
Pipe, valves, fittings and steam spe- 
cialties; 3. Taps, dies, drills, cutters 
and high-speed steel; 4. Electric 
tools: 5. Chain and chain hoists; 6. 
Pipe tools and vises (including chain 
tongs, stocks and dies, pipe wrenches 
and pipe cutters) ; 7. Bolts, nuts, riv- 
ets, cap and set screws; 8. Power 
transmission equipment ; 9. Saws and 
files; 10. Wrenches, open socket and 
adjustable; 11. Machine tools; 12. 
Precision tools, chucks and tool hold- 
ers; 13. Industrial maintenance items 
(paints, lubricants, brooms, brushes, 
waste), and 14. Shovels and imple- 
ments. 

It will be noted that the groups 
have been selected to conform to nat- 
ural groupings. The membership of 
the American Association is now be- 
ing studied with the idea of ascer- 
taining if additional groups are to be 
needed. 

Alvin M. Smith, secretary of the 
Southern Association, has announced 
that his association has organized 
zones in each of which meetings will 
be held. Invited distributor guests 
will be welcome at these meetings in 
addition to Association members. The 
entire morning of these meetings will 
be devoted to an exchange of ideas 
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Carl Channon, George Allen and R. W. Waid are harangued by Russ Gregory, the 

people’s choice for Senator from Evanston. He opened his campaign by forcing his 

company to feature his picture in its advertisement in the Convention issue of 
MILL SUPPLIES. 


among distributors while in the af- 
ternoon sessions certain groups of 
manufacturers will convene with the 
distributors to discuss the problems 
facing the industries represented by 
those groups. 

This idea will harmonize perfectly 
with the plans of the “Group by In- 
dustry” Committee. It is hoped that 
the National Association will also 
plan zone meetings in its territory. 

Local group meetings of distribu- 
tors have proven their worth after 
years of experience. Confidence, co- 
operation, better understanding of the 
problems of the territory are a few 
of the results to be expected. With 
the manufacturers attending these 
meetings, new merchandising ideas 
can be brought out, the latest in en- 
gineering data supplied, and the de- 
sires of the industrial users in a given 
territory considered. It would seem 
that such interest on the part of dis- 


tributors and manufacturers would 
result in better service to the user. 

At the next mill supply conven- 
tion, it has been suggested by the 
“Group by Industry” Committee that 
instead of three group meetings be- 
ing held at the same time, that only 
two be held thus affording distribu- 
tors greater opportunity to attend 
more of them. Each group meeting 
at the convention will be in charge 
of a manufacturer and the two vice- 
chairmen also will be manufacturers. 
The secretary will be a distributor. 

Manufacturers are planning and 
thinking all year round on the prod- 
ucts they manufacture and for this 
reason the plan of having them pre- 
side at Convention group meetings 
was arrived at. The move is looked 
upon by distributors with favor. 

The chairman of each of the 
groups will be selected within the 
next 30 days. 
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New Diamond Chain 
Representatives 

Diamond Chain and Manufactur- 
ing Company of Indianapolis, manu- 
facturers of single and multiple 
strand roller chains, sprockets and 
flexible couplings, have appointed 
new West Coast representatives. The 
Puget Sound Machinery Depot will 
represent the company in Oregon and 
Washington with stocks carried at 
Klamath Falls and Portland, Oregon, 
and Hoquiam and Seattle, Washing- 
ton. Joseph D. Christian, Engineers 
of San Francisco, have been made 
engineering representatives, and 
Horsford Brothers Company, of the 
same city, industrial distributors for 
Northern California. In the Los 
Angeles territory the Goddard Jack- 
son Company are now the Diamond 
Chain representatives. | Complete 
stocks will also.be carried in San 
Francisco and Los Angeles. 


e + 


New Conway Clutch Bulletin 
Ready 

A new bulletin, K-32, describing 
the Conway One-Revolution Clutch, 
has just been issued by the Conway 
Clutch Company, 1543 Queen City 
Avenue, Cincinnati, Ohio. The bul- 
letin describes the mechanism, lists 
dimensions, horsepower, speeds, 
torques, symbols and prices and gives 
instructions for installation and op- 
eration. 


Technical Products Company 
Issues New Catalog 

Technical Products Company, 
Sharpsburgh S tation, Pittsburgh, 
Pennsylvania, has issued a catalog on 
Insa-Lute cement and compounds. 
This catalog, which is numbered 32, 
contains instructive information 
industrial assembling, 
acid-proofing, etc. 
mailed on request. 


on 
insulating, 
Copies will be 


Dardelet Licenses Pawtucket 
Manufacturing Company 
The Pawtucket Manufacturing 
Company of Pawtucket, Rhode Island, 
has been licensed by the Dardelet 
Threadlock Corporation to manufac- 
ture and sell bolts and nuts with the 
Dardelet Self-Locking Thread. 


Cleveland File Appoints New 
Distributors 

Mr. A. A. Murfey, president, The | 
Cleveland File Company, Cleveland, | 
reports the appointment of the Great | 
Lakes Supply Company, Chicago, | 
and the Cleveland Tool and Supply 
Company, Cleveland, as distributors 
for that company’s Super Duty and 
Blue Star brand of files. 


Imperial Brass Awarded Macon 
Contract 

The Imperial Brass Manufactur- | 
ing Company, Chicago, manufactur- | 
ers of the sanitary equipment used 
in the Akron, the world’s largest | 
dirigible, have been awarded the con- | 
tract to furnish similar equipment 
for the Macon ZRS-5, the Akron’s | 
sister ship, now in the course of con- | 
struction at Akron, Ohio. All fix- | 
tures have been specially designed 
for aeronautical installations, where 
compactness and light weight are of | 
primary importance. 


* * * 


Holo-Krome Moves Plant | 
On and after July 1, 1932, the fac- | 
tory and main office of the Holo- | 
Krome Screw Corporation of Hart- | 
ford, Connecticut, manufacturers of | 
Hollow Head Cap and Safety Set | 
Screws and Pipe Plugs will be lo- 
cated in Bristol, Connecticut. 

The Holo-Krome characteristic 
fine service in the matter of deliv- 
eries will be even more pronounced | 
from the new location. 


American Cable Company Li- 
censes Another Rope Firm 
The American Cable Company an- 
nounces that the Wickwire Spencer 
Steel Corporation has recently been | 
added to the list of wire rope manu- | 
facturers licensed to pesado, 
preformed wire rope under the | 
American Cable Company’s patents. | 
Other companies in the United 
States who are licensed to make pre- 
formed wire rope are: American 
Steel & Wire, Broderick & Bascom 
Company, E. H. Edwards Company, 
Hazard Wire Rope Company, Mac- 
whyte Company, Pacific Wire Rope 
Company, General Cable Corpora- 
tion and the Wire Rope Manufac- 
turing and. Equipment Company. 





SEOTT TY 


GRINDER 





One of the Many 
Profitable Items in 
the THOR Line 


The THOR is a powerful Bench Grinder 
—designed to do REAL grinding, speed- 
ily and efficiently. Equipped with a motor 
of PROPER CAPACITY that enables it 


to handle any job. It OPERATES two 
7” wheels with 1” FACE. This size wheel 
not only gives the greatest grinding power 
but also offers the highest efficiency be- 
cause it wears down more slowly than a 
Y, or ¥%4" wheel. 

The THOR Grinder is sturdily constructed 
—dquiet and free from vibration. It has 
heavy ball bearings on the spindle, fully 
protected from dust and dirt. Tool rests 
are independent from the guard and can 
be adjusted as the wheel wears. Speed is 
3400 R. P. M. Weight is 58 Ibs. 

This Grinder, as are all THOR ELEC- 
TRIC TOOLS, is designed to build cus- 
tomer satisfaction and repeat business. 
With the THOR Line, you can cover all 


| industries efficiently. THOR Performance 


—Reputation—Prices—provide the neces- 


| sary combination for building a profitable 
| electric tool business. 


Our Distributor’s proposition is fair and equitable. 
t us send you complete details, together with 
catalog and price list. 


INDEPENDENT 
PNEUMATIC TOOL CO. 


604. W Jackson Blvd. 


* CHICAGO: 
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THE 
IMPORTANCE OF 
THE PACKAGE 
IN WHICH BOLTS 
ARE SHIPPED- 


Next to the article itself is the 
container in which it is shipped. 


“Good” boxes and kegs are 
good enough for ordinary bolts 
and nuts. 


Clark “Quality” Products are 
not satisfied with “good” pack- 
ing but like the product, the 
container must be “superior.” 


Our boxes are made of much 
heavier lumber than most oth- 
ers—the kegs are stronger and 
scientifically constructed. 


They deliver the contents 
“unbroken” “undamaged” — as 
shipped. 


It is a MATTER WELL 
WORTH YOUR consideration. 


G.ark BrosRort 


Black Ave. 
Milldale, Conn. 


|| 











| Jones Moves Shaw to Chicago 
| Mr. R. L. Shaw, who has been in 
charge of the Milwaukee office of 
W. A. Jones Foundry and Machine 
Company, Chicago, for the past six 
years, is again associated with the 
home office of this company, engaged 
in sales and advertising work. Mr. 
Shaw will be remembered by many 
of his acquaintances in the mill sup- 
ply field for he has been a member 
of the Jones organization for quite 
a number of years. 





| 

| Disston Issues Industrial Catalog 
| Henry Disston and Sons, Incor- 
PRs of Philadelphia, have just 
issued a new 120 page catalog cov- 
ering their saws, tools, files, knives 
and steel. This beautifully bound 
book is not only replete with illus- 
trative cuts, but contains complete 
descriptions of each product, list 
prices, and a host of sales points val- 
uable to the distributor’s salesman. 


| * * * 
10th National Exposition of Power 
and Mechanical Engineering 
Announced 
As a confirmation of the reports 
that business is showing an improve- 
ment which has come from many 
firms, there comes to us the an- 
nouncement that 293 manufacturers 
of power producing machinery, me- 
chanical devices for power transmis- 
sion, precision instruments for the 
control of combustion, pressure, vol- 
ume, flow and other measurable en- 
tity, material handling equipment, 
heavy electrical machinery, etc., will 
state exhibits in the forthcoming 
Tenth National Exposition of Power 
and Mechanical Engineering at the 
Grand Central Palace during the 
week from December 5th to 10th, 
which is coincident with the annual 
meeting of the American Society of 
Mechanical Engineers. These manu- 
facturers are now preparing exhib- 
| its and the large attendance which is 
| expected of representatives from 
every state in the Union, as well as 
many foreign countries, will find 
things of considerable information 
| and inspiration, ideas which will be 
| of tremendous assistance to them in 
| their work and plant operations. Dur- 
ing the past two years, the interval 
since the 9th Exposition, a very con- 
siderable amount of research work 
has been carried on and completed 
| and the results of this research work 
' will be shown in this Exposition, 





P. D. Allen, Rex Roller Chain salesman, 

is taking one of those modern rarities, an 

order, from J. A. Naylor and “Joe” Tull 

of the J. M. Tull Rubber and Supply Com- 
pany, Atlanta, Georgia. 


Torchweld President Dead 

William A. Slack, president of the 
Torchweld Equipment Company, Chi- 
cago, died after a short illness at 
St. Joseph’s Hospital, Chicago, on 
Tuesday, June 21st. Mr. Slack was 
born in Chicago in 1875, and with the 
exception of four years spent in Phil- 
adelphia and three years on the Pa- 
cific Coast, has been a resident of 
Chicago all his life. He started a 
successful sales career early in life 
and built up a wide acquaintance in 
the manufacturing and _  jobbing 
trade throughout the United States. 
He became associated with the oxy- 
acetylene welding industry at its very 
beginning and was one of the organ- 
izers of the Torchweld Equipment 
Company when that company was 
formed in 1917. At that time he was 
secretary of the company, and a few 
years later was made president, which 
position he held up until his death. 

In the oxy-acetylene industry, Mr. 
Slack was widely known as a hard 
worker and a splendid friend. His 
interest in the welfare and progress 
of the industry was unfailing, with 
the result that he was constantly sub- 
jected to responsibilities and associa- 
tion work as an executive and as a 
member of many committees. His 
activities in such work were always 
characterized by the expression of 
high ideals in manufacturing and 
merchandising and warm friendliness 
toward all of his associates. 

He was a member and director of 
the American Welding Society and 
one of the founders and directors of 
the Chicago Section of that society, 
past president and director of the In- 
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ternational Acetylene Association, 
and a member of the Compressed | 
Gas Association. He belonged to the | 
Columbia A. F. & A. M., York Chap- | 
ter Columbian Commandery, the Me- 
dinah Shrine and B. P. O. E. He was 
a member of the Medinah Athletic 
Club and the Ridgemoor Country hy 
, Club of Chicago, and the People’s AY 
' Church, Chicago. 






— 


¢ 
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JN i‘. an 
Soda 
The welding industry has lost one ad Y q 
of its outstanding active workers, and | iM p OVE D M IGHTI E ST LL! 
’ many of the individuals of the indus- | AND 4 


try feel a distinct personal loss with 











the passing of Mr. Slack, whose Now the NEW TRIMO 
i genial and kindly friendship invari- | is stronger than we ever thought 
i ably reflected a sincere interest in | a pipe wrench could be! 
’ the welfare and happiness of his | 
fellowmen o An enormous increase in the strength of our 1932 
} ’ - <a roduct makes TRIMO a tool which you can 
| faithfully sell as the most powerful implement 
Mason Regulator Company _for turning pipes that the world has ever seen. 
_ Opens New Office How’s your stock on TRIMO? 
i lhe Mason ~Regulator Company, 
t Boston, announces the opening of a | 
} new office in Chicago at 1525 East | 
| 53rd Street. William P. Gearon who 
has represented the Mason Company 
in Chicago for the past five years will | ~ 
be in charge. Pipe Wrench 
i This office will also be occupied by 


the Neilan Company, a Division of 
the Mason Regulator Company. 
Neilan’s Chicago representative is 


Arthur J. Foley. 
| , ' ' | & y 
Leather Belt Men Meet | L & 


The American Leather Belting As- 


, sociation met in the Ambassador Ho- 
tel, Atlantic City, on June 8th, for | > 
the first time in 1932. The attend- | 5 " HERE 


ance was good and quite representa- 

tive considering conditions in the 
SHOW YOUR TRADE 
Why 1 Dart Union Equals 2 


industry. Edward H. Ball of the | 
Chicago Belting Company, President 

The DART Bronze to Bronze principle 
is two bronze seats, ball joint properly 


; of the Association, presided. 

ground in, with high grade malleable 
iron pipe ends and nut which assures 
longer and better wear. 


This principle makes DARTS easy to 

sell and easier to get repeat orders. 
TEES—UNIONS—ELLS 
SCREWED—FLANGED 





Made by TRIMONT MFG. CO., Roxbury, Mass. 











J. Edgar Rhoads reported that the 
new schedule of belting thicknesses, | 
expressed in 64ths of an inch, in- | 
stead of the old ounce basis, had been | 
almost universally adopted through- | 
\ out the industry. This move on the | 

part of American manufacturers has 
been highly commended by on 


Seco 


makers in England, it was reported. 
These English manufacturers have | 
been using thickness designations 


E. M. DART MFG. CO. 
since 1919. 


PROVIDENCE, R. I. 
, The talk by Mr. Victor A. Han- 


| [} AR | ( BRONZE-TO-BRONZE 
ates, given at the Triple Convention | 





son, Research Engineer of the Me- 
chanical Power Engineering Associ- 





_ a: : Sales Agents: Canadian Factory: 

in Cincinnati, was repeated before | The Fairbanks Company, New York Dart Union Company, Ltd. 
this I , and at all branches Toronto, Canada 

this body. | 
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Are You Selling 
Enough Brushes 
and Brooms at a 


Profit? 


The huge natural market that is open 
to CAPITAL “Red Cap” Brushes and 
Brooms will bear real sales concentration 
now—-profitably. If you are not capital- 
izing on it, you are missing an oppor- 
tunity to make substantial profits and 
worthwhile sales you should have. 



















Our reputation for manufacturing 
products of unquestioned, top rank qual- 
ity—and our policy of dependable dis- 
tributor support will make this sales con- 
centration easy for you. Write us for 
details today. 
































INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


126 Brush Street, Indianapolis, Ind. 








CAPITAL “Red 
Cap” brushes and 
brooms are of the 
highest standard. 
We guarantee their 
performance and 
quality. 


A quality push 
broom always in de- 
mand. It brings re- 
peat sales to the dis- 
tributor who stocks 
it. 







































When you have gone through this 


contains. 


To Distributor Executives: 


issue of MILL 
SUPPLIES, ask yourself if it would not be worth four cents 
a man to you to be assured that every one of your salesmen 
obtained the full benefit of the many sales-building helps it 


At a cost of only four cents a month, you can (as hundreds 
of other distributors are now doing) send MILL SUPPLIES 
to each one of your salesmen’s homes. There, in one or two 
evenings a month, they can absorb enough valuable informa- 
tion to repay you hundreds of times over for the small ex- 
pense you have incurred in sending the magazine to them. 


Send us today the names and addresses of the men who 
should receive the Magazine. A bill will be sent you later 


MILL SUPPLIES, 520 N. Michigan Ave., Chicago, Ill. 





| Brown & Sharpe Announce New 


Calipers 
Brown & Sharpe Mfg. Co., Provi- 


| dence, R. I., has recently announced 


the inclusion in its line of 1” Microm- 


| eter Calipers in several styles having 
| the ends of the spindle and anvil 


faced with Tungsten Carbide. The 


_ Micrometer Calipers so furnished in- 


clude sixteen different styles. These 
represent the inexpensive black frame 
style, the conventional bright finish 


| U-shaped frame micrometer (fur- 





nished with or without clamp ring) 
and micrometers for measuring in 
thousandths or ten-thousandths of an 
inch. 

Micrometer Calipers furnished 
with Tungsten Carbide on_ their 
measuring surfaces, will be especially 
useful to those using micrometers in 
places where they are subjected to 
unusual wear. The many different 
styles in which these 1” Micrometer 
Calipers can now be obtained is an- 
other advantageous feature as it 


_ makes it possible to select the microm- 


eter best suited for the work for 


| which it is to be used. Micrometers 
are not carried in stock but can be 
| furnished at short notice. 





* * * 


Electric Hoist Sales 

The members of the Electric Hoist 
Manufacturers’ Association report 
that the number of hoists ordered 
during the month of May, 1932, de- 
creased 26.923 % as compared with the 
previous month, and the value of such 
orders decreased 30.221% as com- 
pared with April, 1932. 

Shipments were 18.679% smaller 
in May than they were in April, 1932. 


* * * 


Beaver Pipe Tool Folder 


A new folder, issued by the Bor- 
den Company, Warren, Ohio, manu- 
facturers of the Beaver line of pipe 
tools, is designed for use as an en- 
velope stuffer or for salesmen’s solici- 
tations. 

In issuing this new folder the 
Borden Company departs from old 
practice, for all prices listed therein 
are net for any place in the United 
States. It is believed by this com- 
pany that the publication of net 
prices, rather than a list and discount, 
simplifies the process of buying for 
the user and selling for the distrib- 
utor. 

The complete line of Beaver tools 
is described in the folder. 


opener stem 
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Even Today @ 


when sales of most 
products are decidedly 
limited, the industrial 
uses of automotive- 
type braking materials 
are rapidly increasing. 





Industrial Distributors 
who are far sighted 
enough to recognize 
the opportunity for 
immediate and future 
business in industrial 
brake linings can by 
acting now ‘‘stake 
claims” in their terri- 
tory that are certain 
to prove productive of 
steadily increasing 
profits. 


Ghonite 


Brake Lining—Brake Blocks 

are made by a patented proc- 

ess that gives them the 

characteristics needed for 

industrial use. Information, 
™ prices and discounts on ap- 
plication. 











o> LJ.MILEY CO. 


INCORPORATED 
1462 S.Michigan Ave. 
~ CHICAGO-U.S.A. 


Factory. Huntington, Indiana 


le a 










Labeo-uoy it! 


THIS CANNOT HAPPEN 
WITH A PARKER 


“a ath 







\ 






A SET SCREW AND 
HANDLE HOLDS IT 
LEFT, AND DOES 
DROP DOWN AND 
ATOR’S FINGERS. 


SPRING IN THE 
“WHEREVER IT IS 
NOT ALLOW IT TO 
PINCH THE OPER. 





PARKER 





VISES 


MERIDEN, CONN. 








DS a a a ae es 









Detroit Seamless Adds 
Distributors 

Announcement is made by C. H. 
Hobbs, president of the Detroit 
Seamless Steel Tubes Company, that 
the following concerns have recently 
been added to the list of mill supply 
distributors for the Detrolined bush- 
ing stock manufactured by the Seam- 
less Company: Topping Brothers, 
New York City; Lewis H. Tracy 
Company, Boston; Charles C. Lewis 
Company, Springfield, Massachu- 
setts; and The E. C. Church Com- 
pany, Providence, R. I. 





H. D. Fritz of the National Acme Com- 
pany, third from the left, snapped as he 


was going to lunch with F. E. Sidwell, 

country salesman, G. C. Halford, and F. E. 

Dagleish, city salesmen for the Strong, Car- 

| lisle and Hammond Company, Cleveland, 
Ohio. 


goth Harnischfeger Bulletin 


“The Novice Understands and the 
Expert Appreciates” is the title of a 
bulletin recently published by the 
| Harnischfeger Corporation of Mil- 


struction and operating advantages of 
the P & H-Hansen Arc Welder, now 
manufactured exclusively by Har- 
nischfeger. 

The several P & H-Hansen mod- 
els ranging from 100 to 800 amperes 
in capacity are pictured and described 
in the new bulletin. Copies may be 
had by addressing the Harnischfeger 
Corporation, 4400 West National 
| Avenue, Milwaukee, Wisconsin. 


| 
| 





* * * 


Aetna Issues Booklet 

The Aetna Ball Bearing Manufac- 
turing Company has issued a booklet 
describing a new oil seal designed to 
hold hot oil, grease, water and other 
| liquids. The booklet states that this 
| seal finds thousands of uses in indus- 
|try, being applicable wherever oil 
| must be kept in and dirt, grit and dust 
| kept out. The Aetna Ball Bearing 
Manufacturing Company is located at 
|4600 Schubert Avenue, Chicago. 





waukee, describing in detail the con- | 


This Pair of Aces 
has a Real Sales 
Story for You »»» 


THE NEW BADGER 
Car Mover 


and 


THE ADVANCE 
Safety Car Wrench 


Established superior quality, 
yes—but in addition, these 
tools are known for their re- 
liability, power, and maxi- 
mum efficiency at minimum 
They make an ideal 


combination for you to sell. 


You'll find the 
market wide and 
receptive and 
your profits 
worthwhile. In- 
vestigate your 
opportunities 
with this great 
combination. 
Write for details. 





















cost. 

















 6§44307A 
Age Car 
| Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 


Canadian Advance 


Car Mover Co. 


Welland, 
Ontario, 
Canada 
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MARVEL 


High-Speed Edge 
HACK SAW BLADES 







Their long 
lasting, high speed 

steel cutting edge and 
their special alloy, tough, unbreak- 
able back guarantee your custom- 
ers remarkable performance —and 
put you in the way of greater 


~@ MARVEL 


NM High-Speed Edge 
HOLE SAWS 


With genuine 
18% tungsten 
high speed steel 
teeth welded to 
an alloy steel, 
non - breakable 
back or body, 
will stand the 
terrific speed of 
portable elec- 
tric drills and 


without “burn- 
ing” the teeth. 
An ideal item 
for distributers. 
Write for 
Complete Details 
ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 
353 N. Francisco Ave., Chicago, U. S. A. 








drill presses} 


-| The following new catalogs, bul- 





DISTRIBUTORS 


HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 






Order 


one on 


10 DAYS 
FREE 
TRIAL 


The new “Marvel” Model 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in biz 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 
Model No. 
$60.00. 






3 Sells for 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Boston 9, Mass. 
U.S. A. 











Parker-Kalon Offers Display Kit) 
for Distributors 

The Parker-Kalon Company, 200 | 
Varick Street, New York City, are| 
offering for distributors a very at-| 
tractive display package on their new | 
\line of Cold Forged Wing Nuts. | 
| The box is in silver and black fin- | 
jish, 34% x 5 x 1 inches and carries | 
samples of the five sizes with com: | 
plete detailed information printed in-| 
| side the cover. 
| These display kits are valuable as- | 
|sets for distributors and their men | 
'and Parker-Kalon will be pleased to} 
mail them free on request. 


| * * x* | 
| Bulletin on Wagner Capacitor 
Motors 

Wagner Electric Corporation, 6432 
| Plymouth Avenue, St. Louis, Mo., has 
issued a 6-page loose-leaf bulletin on 
capacitor motors, illustrating and de- 
iscribing the Wagner line or RZHR 
(rubber-mounted) and RZH (rigid- 
mounted) motors, and including a 
history of the development of capaci- 
tor motors dating from the year 1892. 
Ask for Bulletin 167, Part 6. 


* * x 











| New Worthington Publications 


| letins, etc., have recently been re- 
| leased by the Worthington Pump and 
| Machinery Corporation: 

Multi-V-Drives (Rubberized cord 
| belts operated in V-grooved sheaves) | 
—12-page bulletin L-400-B2A. | 

Rock Drills—4-page bulletin w.| 
1200-B2 covering drills for mines | 
and quarries. 4-page bulletin W-| 
1200-B3 covering drills for contrac- | 
| tors. 

Air Compressors, Vertical Single- | 
cylinder, Two-stage, 10.7 to 61 cu. ft. | 
| per minute displacement—4-page bul- 
letin L-620-S2. 

Portable Air Compressors—4-page 
| bulletin W-850-B5 showing mechan- 
ical features, and mountings on trail- | 
er, truck, tractor, railroad car, mine | 
car and wood skids. | 

Vertical Sump and _ Irrigation 
Pumps—4-page bulletin §D-450-B7 | 
showing illustrations of installations, | 
cross-section views and table of ca- 
pacities and sizes. 
. Centrifugal Pumps, Monobloc| 
Type (bolted to motor frame with | 
impeller mounted on motor shaft)— | 
8-page bulletin W-321-S1A showing | 
'cross section view, rating tables, and | 
| pump combinations with motor char- | 
| acteristics, 
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Another Hettrick 
Triumph / 
The New 


HETMACO 


Stitched Canvas Transmission Belt 


HE New Hetmaco has been de- 

veloped for transmission pur- 
poses only. It resists oil to a re- 
markable degree—does not get slip- 
pery or gummy. 

By actual laboratory tests, it 
shows less slippage and a conse- 
quent greater delivery of power 
than all other types of transmission 
belts with which it has been com- 








Wyzenbeek Announces Change 
of Address 


Wyzenbeek and Staff, Incorpo- 
rated, Chicago, Illinois, has recently 
moved to 642 Washington Boulevard 
in that city. This company manu- 
factures the Universal Speed Saw 
and Wyco flexible shaft equipment. 
Their new telephone number is Mon- 


roe 1284. 


* *k x 


Sales Executive Available 
Mr. H. S. Howland, a sales execu- 
tive with more than 25 years’ experi- 
ence in building national distribution 
for mechanical products, is now avail- 
able. Mr. Howland has a wide ac- 
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Copper, Aluminum 
& Brass Tubing 
Up to 3” O.D. 








k pared. quaintance among distributors. He is Brass & Copper Pipe 
od decay te eras | |e enc sarees Ses acne 
admirably suited to transmission in- Supplies will be glad to put inter- Fabricated Tube Parts 
stallations where the load is inter- ested parties in touch with this man. Copper Water Tubing 
oo paral P Address the Editor, 520 N. Michigan Oil Burner Tubing 

oderately priced. Guaranteed re- - e 
sults. A a po maker for the Avenue, Chicago. Soldering Lugs & Sleeves 
distributor under our attractive i 
; plan. Write for details. = + vin & Comtemser Teles 
' {iss MILT. SUPPLIES cxratoe] : Fast Delivery 
& DIRECTORY.) Western Wire Products Moves from stock 
HETTRICK MFG. CO. Plant tte Oto 
Summit and Magnolia Sts. The W estern Wire Products Com- WOLVERINE TUBECO., 
TOLEDO, OHIO pany of St. Louis has moved their “aurea errs yyy 
office and plants to 1415-35 South 1451 Central Cow, Detroit, 

r — |Eighteenth Street in St. Louis. Im- a . was 

proved and increased facilities for} —— — 
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giving service are available in the 
new location. 


* * x 


New Lathe Booklet 


A booklet in two colors, illustrating 
and describing the newly developed 
small shop lathe known as the 8-inch 
Junior, has just been published by the 
South Bend Lathe Works. 








j Application of the small back- PRO FITABLE 
geared, screw-cutting lathe in main- 
tenance, repair shop, experimental, SELLI N G 
engineering and manufacturing work 
is pictured in more than thirty photos Specialty Sales 
of the set-ups of various machining Yield Desirable Profits 
operations. The lathe itself is shown : — 

\ in three types of motor drive and one Davis Valve Specialties conform 
type of countershaft drive, in both to eet the no oh PeC- 
bench and floor leg models. CTRSE GS SHIREY ay eee 

We also sell ; enced distributors. 
Dardelet Thread Reference is also made to more Cees ome ee seein tee 
Same than 300 detailed working blueprints every automatic pressure regulation 
and shop plans. These blueprints have as. ee 
r been made up to show the mechanic Distinctive Design — effective simplicity 
2 ae proved sound by years of performance. 
how to do various precise opera Established Reputation — over 50 years 
THE We. A. tions and jobs, how to make repair on the market gives Davis Valves wide 
OTTEMILLER parts, practical tools and other similar acceptance, 
COMPANY machine shop work. DAVIS REGULATOR CO. 





2544 South Washtenaw Avenue 
CHICAGO - ILLINOIS 


MS7 Gray 


A copy may be obtained by writing | 
the Technical Service Department, 
South Bend Lathe Works. 


YORK, PA. 
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We Can Help Your Customers 
Modernize Their 
Plants — with a 
Good Profit for you 


1267 Plants in one elec- 
tric power area alone 
have taken advantage of 
the present situation to 
modernize their plants. 
This movement among 
industries is reflected in 
our own business—in or- 
ders for Coils, Bends, 
Expansion Joints, Ket- 
tles, Tanks, and other 
special equipment—made 
from copper, aluminum, 
nickel, Monel metal and 
stainless steel. 

Some of your customers need 
such equipment. We will wel- 
come inquiries and will assist 


in working out details necessary 
for you to secure the orders. 


ARTHUR HARRIS & CO. 


COPPERSMITHS - ENGINEERS - FOUNDERS 
210-218 N. Curtis St., Chicago, Ill. 
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